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Are Property Statements Losing Their Value as a Basis 
of Credit Extension? 


GrorceE C, Hetnrici, Emerson-Brantingham Implement Co., 
Kansas City, Mo. 


The statement was made recently by an experienced credit 
man, that he believed 90 per cent. of the financial statements offered 
by merchants as a basis of credit are incorrect and he meant, I 
presume materially incorrect. 

In January, 1916, our company received at least three hundred 
property statements as a result of direct request. Comparing these 
statements with those sent by the same dealers a year previous, we 
find that marvelous changes have taken place. Looking over some. 
of the statements to discover how the dealer had prospered in the 
previous twelve months would make one want to throw up his job 
. forthwith and buy out these men who were making more money in 
one year than most of us could make in twenty years checking 
credits. 

Now these exaggerated statements were not as a probable thing 
made wilfully with the intention of deceiving but the statements 
were incorrect because the dealer did not have 100 per cent. of that 
requisite of sound credit—CAPACITY. 

Since’ the first of the year our house has received in a few 
cases as many as four statements from the same firm. Now, these 
four statements, all supposed to show the condition of the customer 
on January I, 1916, were no two of them alike. Some showed a 
difference between the total of quick assets and quick liabilities, a 
spread of from $400 to $5000, leading immediately to the question, 
which was correct? I am of the opinion that none was. 

It depends altogether upon your man as to whether or not his 
statement is worthy of credit. But how are you to know that your 
customer grasps the condition of his own business? The only way 
this question can be answered is to examine through collateral 
sources of information especially with a view to checking approx- 
imately the statement of liabilities rendered. _ 

The other sources of information, as you know, are bank and 
attorney reports, your own experience and that of your fellow credit 
men, by a frequent inquiry through the /nterchange Bureaus of the 
Association, or by a direct inquiry where the other creditors are not 
members of such bureaus. 

I can call to mind over a dozen statements received direct from 
customers last year that showed, let us say, total liabilities of 
something like $3000 to $5000. Direct inquiry, either through the 
interchange bureau or to creditors, showed that the liabilities were 
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from $6000 to $10,000. In most of these cases the dealer simply 
did not know what he owed and guessed. The point is that the result 
is just as disastrous to the creditor whether the dealer wilfully mis- 
represents or gives a wrong statement because he, himself, does not 
know. 


RounpD FIGURES 


How much credence can you give to the financial statement 
that comes with everything in round figures? At a glance the 
statement of course shows that it is nothing but an estimate, is not 
based on inventory figures. Everybody is prone to overestimate the 
value of what he has even when the figures are the result of a 
careful and honest inventory, therefore one knows what to expect 
when the dealer is guessing at what he has and what he owes. When 
trouble comes you know the assets always shrink and the liabilities 
always increase. i 


CAUSES OF FAILURES 


According to the Bradstreet record, failures in the United States 
for the last thirty years, in round numbers, were due to the following 
causes: 

30 per cent. failed from incompetence or lack of capacity. 

30 per cent. from lack of capital. 

20 per cent. from no fault of their own. 

6 per cent. were chargeable to fraud and the other 14 per 

cent. to scattering causes. 

The Federal Trade Commission after being in session for about 
two years, has come to the conclusion that only about 10 per cent. 
of the manufacturers know the cost of doing business. Now if that 
condition exists among the manufacturers who as a rule represent 
a larger amount of capital than in trade lines and who are men 
perhaps of more education and experience than those in trade—if 
that is true with that class of business men, what must we look for 
among the retail trade where the capital employed is less than $5000, 
and the annual failures are 96% per cent. or those who have no credit 
rating or alow one? How are we going to change this? 


PREPARATION FOR CREDIT WorK 
PREPARATION FOR MERCANTILE BUSINESS 


A physician, after finishing a common school education, going 
through high school and possibly four years through a college, has 
to go four years more before he gets a diploma and is permitted to 
practice. Somewhat the same though in lesser degree is true of the 
dentist, and of the attorney. The boy who wants to become a jour- 
neyman plumber has to be an apprentice for something like four 
years. Compare this preparation with what the man gets who becomes 
tired of plowing corn and embarks in mercantile life. How success- 
ful would you be if you were suddenly to be‘ put on the cab of an 
engine and told to pilot a train, say from Kansas City to Emporia. 
How successful would you be if you were suddenly transported into 
the middle of a good farm fully equipped with the necessary machin- 
ery and told to run it? Is not that about the average preparation 
that the average man has for the business in which he is engaged? 
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ScHOOLS. MERCANTILE EDUCATION WorK 


Until such time as we change our schools and teach more 
practical things, the education will have to come from the credit man. 
Would it not be better in place of having examples like this, “If 100 
men in 100 days can dig a ditch 100 yards long, 4 feet wide and 4 feet 
deep with a shovel 6 inches wide and 14 inches long, how long 
would it take to dig a ditch 600 yards long, 8 feet wide and 8 feet 
deep with a shovel 6 inches square?” Would it not be more practi- 
cal to give the student an example something like this? “Where the 
cost of doing business is known to be 20 per cent. and the merchant 
wants to make a net profit of 10 per cent. on his investment, what 
must he sell a horse collar for that cost $2 laid down in his store?” 

I gave this example to a man who was in our employ several 
years ago. He had been a traveling salesman for twenty-seven years 
and in that time had been employed by five of the largest houses. 
That man could not work that example although he tried it for two 
hours. I showed him how to work it but in two weeks I gave him 
the same problem again and he could not give me the answer. Now 
is that not a reflection on the five houses that employed this man for 
twenty-seven years? When we find cases like that, what can we 
expect of the average dealer whose experience is considerably less 
than this salesman of twenty-seven years experience? If this edu- 
cation is going to come from the credit man, it must not be a case 
of the blind leading the blind. Is it not true that none of us know as 
much about our business as we should? 

What would you think of a physician if he never looked at his 
medical books after he got his diploma or the dentist who never saw 
his journal after graduating? 


KEEPING PostTED ON CrEDIT METHODS 


How can that kind of a man keep up in his profession? Just as 
well as the credit man can keep up who does not read his monthly 
bulletin and study it as well as the semi-monthly letters that are sent. 
He cannot expect to keep abreast of the times if he does not study 
the thoughts of other men and polish his own wits in so-called 
friction by rubbing them against the knowledge of his brother credit 
man, by listening to and taking part in credit discussions? Is it any 
wonder that some grantors of credit have lost faith in the property 
statement when 30 per cent. of the causes of failure have been from 
incompetency or lack of capacity? Now if a man lacks’ capacity in 
conducting his business, is it not fundamental that he cannot correct- 
ly analyze his business, for if he could do that, he would not have 
failed. 

How to Cut Down Losses 


Since 96% per cent. of the failures are among those who have 
no credit rating or a very moderate rating and since 93% per cent. of 
the failures are among those who have a capital of $5000 or less and 
4-8/10 per cent. of the failures among those who have a capital of 
from $5000 to $20,000, we as credit men are to check carefully these 
two classes and by a frequent use of interchange, either through the 
bureaus of which the other creditors are members or by the direct 
inquiry system, keep tab on our accounts. 
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If the dealer does not know how he stands (and most of them 
do not), this is the only avenue open to you for correct information. 
It is essential therefore that you get through your salesmen and from 
your customer a list of his largest creditors. 


50 Per Cent. Past Due 


Whenever a dealer shows through the interchange bureau that 
50 per cent. of his obligations are past due, our bureau could render 
valuable aid to all subscribers: by writing at once to the delinquent 
debtor in the name of the Association, asking for an explanation of 
why so much of his indebtedness was past due. The effect would be 
more wholesome than if certain individual creditors were to take it 
up. The dealer would be powerless to retaliate on any individual 
member for he would have to find fault with all of them not knowing 
the names of bureau members. 


GUESSING 


When you analyze your losses through failures, do you not 
always come to the conclusion that you could have avoided that loss 
if you had been more diligent and obtained more information? I find 
it to be my experience. I could avoid more of my losses by being 


more diligent, by having more information at hand when I grant the 
credit. 


DANGER IN ONE LINE OF INFORMATION 


The only safe way to check credits is to use all of the sources 
of information possible. It is dangerous to rely solely upon one 


source of information. A man whom I know well told me that 
about two years ago he received a first order for $800, and with the 
order the salesman sent in the name of another manufacturer who 
had been selling this party for about two years. My friend, after 
trying the usual sources of information, could not get the data he 
felt he should have in extending so large a credit. Accordingly he 
called up this credit man and told him he would like to exchange 
credit information with him. The other fellow said all right so this 
man who had the first order of $800 went over to see the man who 
had been selling this account for two years. The man who had the 
account for two years, on examining his books found that the party 
in question owed his concern $1200 of which $800 had been past due 
for sixty days. The credit file of this man who had extended credit 
for the last two years disclosed nothing but a Dun report (blank 
rating) that was two years old at the time the account was opened, 
or four years old at the time of examination. The dealer’s property 
statement which was supposed to have shown the condition of his 
business two years ago at the opening of the account was also in the 
files. 

Now the property statement and the Dun-report, although they 
were two years apart in date, were exact duplicates. This credit man 
had nothing else on which he based and extended credit in those 
sums for two years, 

I mention this instance to show what I mean by the folly and 
danger of depending upon one source of information alone and the 
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necessity of getting from all of the sources of information the infor- 
mation that we must have in order properly to safeguard our 
business. ; 

The growing tendency of the banks to demand accountant’s 
certificate with financial statements, shows how the banks are feeling 
about unverified statements or statements based solely on the judg- 
ment of the owners of a plant. — 


ANALYSIS OF A FINANCIAL STATEMENT 


Questions Which Help in Understanding the Character 
of the Credit Applicants 


ELEVENTH ARTICLE. 


In conclusion of the series of articles we have been offering in 
the Bulletin on the arrangement and analysis of a financial statement, 
it is our purpose to refer briefly to several pertinent questions that 
should be incorporated in an effective financial statement form in 
order that the true abilities, as well as the real liabilities, of the 
maker may be brought to the surface and taken into account when 
the worthiness of a credit risk is under determination. 

We have endeavored in this series of articles to follow a middle 
course and to outline a form of statement that would meet general 
demands and be within the powers of the average merchant to answer 
intelligently. Confusion will occur in the minds of students unless 
the reasons for the differences in statement forms as regards in- 
tricacies and the character of questions asked are held clearly in mind. 


WitH Wuom Is Your BANKING DoNE? 


This is a question that should not be omitted, for it is con- 
venient and important to have on file the names of the banking 
institutions with which the maker of the statement is doing business. 
They may at the very start be communicated with for information 
upon certain parts of the statement that have to do with the banking 
or borrowing facilities of the customer. 


Is Any PorTION OF THE MERCHANDISE GIVEN ABOVE SUBJECT TO 
ASSIGNMENT OR CONDITIONAL SALES AGREEMENT? IF So, 
GivE AMOUNT AND CIRCUMSTANCES. 


It might not occur to the maker when supplying information 
about his business and financial affairs on a statement form, to advise 
if any portion of his stock is subject to assignment or conditional 
sales agreement unless this question is directly asked. The importance 
of the question cannot be disputed, and should invariably be incor- 
porated in all financial statement forms. 


Have You Ever FaILep In BusINEss, on Has ANY MEMBER OF Your ° 
ConcerN Ever Fatrep? Ir So, Give Circumstances 
AND SETTLEMENT MADE. 


This, in our opinion, is a necessary question to ask of the maker 
of a financial statement, not that a former failure should be regarded 
as indisputable evidence of incompetence, for many. successes have 
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been made in merchandising after a failure, but it is well to know 
if such has occurred in the career of the individual or firm asking 
credit and how the failure was regarded. The value of this informa- 
tion will depend upon other circumstances and conditions disclosed 
by the statement which will suggest itself to a careful analyzer of 
the statement. 


Have Craims BEEN PLACED wiTtH ATTORNEYS AGAINST YOU, AND 
ArE THERE ANY AT PRESENT IN ATTORNEYS’ HaNnps? 


This question is of relative importance—one of the things that 
should be known about the maker’s general business practices as 
indicating how careful or how careless he mney have been concerning 
his credit standing. 


ArE THERE ANY JUDGMENTS, CHATTEL MORTGAGES OR LIENS OF Any 
CHARACTER AGAINST You, RECORDED OR UNRECORDED? 
Ir So, GivE AMOUNT AND DESCRIBE. 


This is an incisive question upon the value of which no comment 
is necessary. The existence of a judgment or lien could be regarded 
only as a menace to merchandise creditors in fact or in prospect, and 
no loophole should be given to the maker of a statement for imposing 
on the creditors by failure to ask or answer the question. 


Are You ENDORSER OR GUARANTOR FOR ANY ONE? IF So, Give 
AMOUNT AND STATE FOR WHOM. 


The contingent liability of an endorsement or guarantee may not 
be reckoned with by the maker of a statement in proper proportions, 
yet the mere existence of such a contingent liability should be properly 
appraised by the analyzer of the statement, and it should be very 
clear to him that there is no menace or undue risk to the creditors 
through the existence of an endorsement or guarantee. 

In some part of the form the question should be asked if the 
maker of the statement is a member of the firm, who the firm’s mem- 
bers are ; or if the maker of the statement is an officer of a corporation, 
the names of other officers and some of the large shareholders. A 
statement should always be signed, in order to be effective, by the 
member of the firm making it in his individual name following the 
name of the firm, or by the officer of the corporation making the 
statement, in his individual name and official position following the 
name of the corporation. A hazard is created if the individual name 
of the maker, whether a member of the firm or the officer of a cor- 
poration, is omitted, and the precaution to insist upon this in every 
case saves the possible embarrassment and perplexity of fixing the 
making of the statement upon a specific individual should the name 
not be attached to it. 

-It is advisable also, in our opinion, above the name of the firm or 
- corporation and the name of the member of the firm or officer of the 
corporation making the statement, to incorporate these words: 


The foregoing statement has been carefully read (both 
the printed and written matter), and is in all respects com- 
plete, accurate and truthful. It discloses to you the true 
state of my (our) financial couditions on this —-——— day 
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of —————————, 19 I—; since that time there has been 
no material unfavorable change in my (our) financial con- 
dition ; and if any takes place I (we) will give you notice. 
Until such notice is given, you are to regard this as a 
continuing statement. 


We submit this series of articles, here concluded, to our readers 
as a sincere yet simple treatment of the financial statement form, 
and we again hope that many will comment upon the articles whether 
in approval that we may be the more certain of our ground or dis- 
approval that the advantage of another viewpoint may be had. 


A PHASE IN COMMERCIAL CREDIT GRANTING 
The Credit Loss Figured in Advance 


FE. ParreNn, International Provision Company, Brooklyn, N. Y. 


It is essential that a knowledge of credits should comprehend the 
economical phases and profit range of the various lines of business. 

The success of a credit scheme or policy of a given business is 
gauged by the average percentage of losses for the particular business. 
Some lines of business can stand a far more liberal credit policy than 
other lines can judiciously entertain. There are lines where the gains 
are such that a liberal credit policy is the most profitable. This does 
not mean indiscriminate credit granting, but broader credit in ap- 
proaching the scientific limits—the acceptance of some accounts for 
moderate sums that would not be considered in a business where the 
operation carries a very small profit range. It must be clearly borne 
in mind, however, that in all instances in every line the same careful 
judgment, the same broad knowledge, the same well-planned credit 
scheme, scientifically established and working as one, with a no less 
well-organized collection department is essential to attain the maxi- 
mum results sought. 

The loss result can only be figured properly upon the average, 
that is, the loss in percentage to sales. No insurance company can, 
under any circumstances, guarantee against the death of any one man 
yet it can guarantee against the death of more than a certain number 
in every thousand of men, and the success of the actuarial calcula- 
tions of insurance companies is attested by the hundreds of millions 
cE ne made by the principal insurance companies in the past three 

ecades. 

The granting of insurance is no blind undertaking. A well- 
defined policy, systematically worked out, has matured a plan or 
scheme. This scheme constitutes figuratively a measuring-stick that 
is minutely applied to every insurance applicant, every human subject 
that applies for life insurance. To obtain a standard unencumbered 
policy, the subject must measure up, physically and mentally, to a 
fixed requirement. The subject who does not come up to the needful 
standard may still have a policy, but at a higher than standard prem- 
lum rates, or the applicant may be so physically deficient as to be 
refused altogether. 

So, in the plan of successful modern credit operation, where the 
subject measures up to standard, the maximum credit is accorded. 
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Where the risk is impaired by any of the multitude of recognized 
credit deficiencies, the amount limit is reduced. Where the applicant 
is wanting in any of the recognized essentials, credit may be refused 
altogether. In the credit plan, however, the number of high standard 
risks as compared to the fair or poor risks will determine the percen- 
tage of monetary loss as based upon total sales, which may range from 
one-eight of one per cent. to three or five or more per cent. upon 
gross sales. 

Whether the customary net. profit range in a business is two to 
four per cent. upon gross sales, or from twenty to seventy per cent., 
is the important thing in determining the credit policy. 

Every credit man realizes that the two to four per cent. net profit 
line, under ordinary management, cannot take undue credit chances, 
or anything but the best or standard risks ; that the twenty to seventy 
per cent. net profit business can take more liberal chances, be willing 
to experience heavier account losses, than the small profit line, and 
grow rich faster for doing so. 

As between the high profit range of a “luxury,” or some specialty 
lines and the low range of the grain and provision business, there are 
the hundred classes of industrial pursuits with their various net profit 
averages. 

We must not lose sight of the fact.that the credit man and his 
department make simply one of the essential expense divisions of the 
business; that departments of manufacturing, selling, advertising, 
accounting are also as important in their relative essentials ; that the 
competent, broad-gauge credit man understands that the other depart- 
ments are just as necessary and important in their sphere of conduct; 
that we must be prepared to grant successfully a high volume of 
business on what may be a low “rating” plane, if the need of the line 
and the profit range demand and sustain it, as may be needful in a 
“luxury” or a specialty line. 

In the line affording moderate and small profits, the credit ex- 
tensions must be more circumscribed and centered in the better or the 
best classes of credit risks. There are exceptions, however. Some 
houses have annual net profits upon sales averaging less than four per 
cent, and the business is done with a clientele, thirty per cent. of 
which is practically without a rating and forty per cent. under an 
average of $5000 net worth, as viewed from the “agency” basis. 
Yet the credit and collection “machinery” of these houses has attained 
such a high state of efficiency that losses are kept down to less than 
one-half of one per cent. This is the work of the very ablest credit 
and collection service. It is well to do business with well-rated cus- 
tomers and keep the average loss down to the minimum, but the 
highest service in credit and collection work is tested in the business 
where a large proportion of the customers is of moderate or meager 
financial standing. Where “O. K.” can be placed upon a large 
volume of orders emanating from such customers and the minimum 
of loss had over a range of years, then we have a credit department 
of great value toa house. The minimum loss results from the collec- 
tion plan. That is the important factor for a correct collection plan is 
one of the two great piers necessary for the success of the credit man. 
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It is the service that makes the collection sustain the credit granted, 
that is important. 

Commercial credits have assumed great importance in the com- 
plicated machinery of modern business. Credit granting has become 
a science built upon facts evolved from a variety of information and 
business detail. A successful credit department assures that gain 
which capital seeks in the form of profits. 

A poor credit department loses an undue amount of the gain 
obtained in business operations. As commercial credit is a recognized 
science, let us give its study the same care and attention that we give 
other professions. 

Why have we not long ago outlined a course of study through an 
able commission appointed by the National Association? The subject 
is of economic importance in the commercial and professional world, 
second to none; yet commercial credits is the least organized as a 
science and the poorest developed as a study. Is it not time we 
recognized the essentials of credit granting? Should we not have an 
effective modern school and training organization ? 

First, of course, should be the creation of an able text-book, 
followed by the logical departmental study plan that embraces a three 
to four-year course with lectures defining and applying correct prin- 
ciples, which the student has already been grounded in by the proper 
schooling courses:in English, mathematics, bookkeeping, accounting 
collections, commercial law, bankruptcy, court proceedings, trade, and 
commercial economics. 


Argentina Lacks Confidence in United States Merchants 


Carlos A. Tornquist, in a monograph, “The Argentine Republic 
of To-day,” which has been warmly approved by the Argentine 
Ambassador in Washington, says that more important than questions 
of banking or capital is the question of “straight dealing.” It is a 
harsh term, which one could wish were undeserved. Unless we 
change our ways of trade with Latin America, he says, Argentina, 
speaking for it alone, will give preference again to European export- 
ers after the war is over. He sets forth the obstacles categorically : 

(1) The non-fulfilment of contracts as regards quality, 
quantity and dates of delivery without giving the least 
excuse or showing any justified reason. 

(2) The almost invariable refusal to consider claims. 

(3) The practice.of raising prices without special motives 
and only to take advantage of exceptional circum- 
stances. 

(4) The refusal to supply certain goods to their permanent 
customers at certain periods when it suits the exporter 
not to do it, and 

(5) Asa general rule the lack of that fair treatment which 
an exporter should always show to his customers. 

To this he adds: 

I must mention that most Acserican exporters have, as a rule, 
treated their Argentine buyers very badly, though there are some 
honorable exceptions among them whose manner of dealing leaves 
nothing to be desired. 





CREDIT MEN’S BULLETIN 


Letters That Are Prying Money Loose 


Credit department technique demands that, in insisting upon 
payment of an overdue account, the demand be made with the sole 
purpose of collecting the money and retaining the customer’s good 
will. 

Now and then a letter, or several, are constructed which have the 
necessary “pulling” power. All credit men are perfectly willing to 
pass such letters to their fellow workers, so here is letter No. 1 that 
follows the statement that was. sent when the bill was due. 


John Doe, 
Paytown, Pa. 
Dear Sir: 


The bill of goods which you purchased last month, 
amounting to $50.00, is owing and past due, as will be seen 
from the duplicate statement enclosed. 

Please verify the correctness of the amount and send 
check in settlement not later than next Tuesday. 


Yours respy., 
Mo.tier & SCHUMANN Co. 


This is a simple reminder conveying a demand, and a specified 
date when payment is expected. 

If unanswered the day after the time limit, letter No. 2 is sent, 
which reads as follows: 


Mr. John Doe, 
Paytown, Pa. 
Dear Sir: 


Evidently our letter of June 29, wherein we re- 
quested a remittance covering past due account, has been 
overlooked. It happens sometimes with the best of us. 

Under the circumstances will you make settlement di- 
rect, or honor a draft ten days hence through the Central 
National Bank? 

Unless your check is received, we take it for granted 
that we have your permission to draw, and that the draft 
will be accepted. 

Yours respy., 


Motier & SCHUMANN Co. 


You will observe that the first paragraph in letter No. 2 relates 
to the previous letter. We let the customer down easy for his 
apparent neglect ; we say “it happens sometimes with the best of us.” 

In the second paragraph we assume that he will honor a draft 
ten days hence, through his bank. (We happen to know the bank he 
deposits with from credit information, or from a record of checks 
received. ) 

A debtor, if he has any regard whatever for his credit standing, 
will not permit his bank to know that overdue accounts are being 
collected by the draft system. 
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The third paragraph places before him the responsibility of the 
draft. If he does not pay within ten days after the date of the letter, 
the draft is issued. He can make no complaint for we tell him that 
we take it for granted that we have his permission. 

These letters have been used with slight modifications for the 
past ten months, and it is amusing to examine a day’s collections and 
observe the large number of accounts that have been collected, 
money pryed loose, through the use of these two simple letters. 


The Credit Man and His Work 


ARTICLE II. 


Passing from the line of adaptation in qualifying a credit 
man for efficient work, we enter upon the field of more or less 
acquired qualifications, among which is thoroughness, a characteris- 
tic absolutely essential in the composition of the credit man. 

But what is thoroughness and how shall we surely distinguish 
it from tendencies which seem similar but are not to be confused? 

Thoroughness is not niggling ; thoroughness is not the doing of 
a task over and over again; thoroughness is not the subordination 
of broad lines to details. Thoroughness is the doing of everything 
reasonable and proper with a minimum expenditure of energy .in 
the performance of a task which when finished can rightly and justly 
be called a completed task. When speaking of success in the 
credit man’s sphere, we do not measure it by the smallness or the 
bigness of the annual bad debt losses of the credit department; 
its true measurement is the contribution that has been made by 
the credit department to the net profits of a commercial enterprise. 

A credit man can be a strong force for the sale of merchandise 
or the building up of a desirable clientele, and upon him may rest 
in like measure with other departments whether or not his house is 
pleasantly spoken of among the buyers as a safe and desirable 
house with which to do business. This is a point too often over- 
looked, the general habit of mind being to measure the success of 
the credit man by the extent of bad debt losses, and not the thor- 
oughness with which his several duties and obligations are per- 
formed. 

Thoroughness is then the foundation quality in credit making. 
Some illustrations will -drive this thought home. 

An order is received in the credit department. The credit man 
looks up the reference book rating of the buyer, finds it good and 
passes the order. He may not have ascertained whether the buyer 
is in reality ‘the merchant rated in the agency book and many con- 
siderable losses have been occasioned because this casual method 
of depending upon book ratings for new customers is known and 
was imposed upon. Should the order be for a nominal sum and the 
rating of the merchant good, the thorough credit man would have 
ascertained at least if the location of the buyer was the location of 
the merchant rated in the reference book and if the buyer had 
generally been satisfactory with his creditors in the treatment of 
his indebtedness. 
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Some delay may be necessary to obtain this added information 
and the insistence of the sales department might prove exasperating 
to the credit man, tempting him to sacrifice thoroughness, but it 
is a good rule for the credit department to follow—one that will 
mean success in the long run—to be thorough, no matter what 
pressure is brought to bear or what impatience may be expressed 
by the salesman or the selling department. 

An order is under investigation and the burden of opinion as 
to the worthiness or unworthiness of the credit risk is that it is 
doubtful. Thoroughness would suggest to the credit man that he 
weigh every circumstance in the investigation most carefully, that 
he seek to obtain information direct from the buyer before reaching 
a conclusion. If the credit man decides to take the risk with a 
preponderance of evidence against it, his work is not thorough and 
will lead to disappointments and bad debt losses. 

A debtor has become slow in his settlements. For the correction 
of such a situation and to obtain a settlement, the dispatch of a brief 
and testy letter could not be regarded as thorough work. Each case of 
delinquency should be handled on its individual merits. When a debtor 
lapses into slowness and his account is running past maturity, the 
information upon which the risk was taken should be reviewed and 
further investigation made, where the circumstances suggest it. If 
the slowness seems to be indifference on the part of the debtor, 
then he should be written in a candid and courteous manner a Ictter 
which shall point out to him the effects of his delinquency and that 
the buying and selling of goods is a reciprocal arrangement re- 
quiring the faithful performance of the contract by both parties. 

If the slowness is thought to be a weakness of the debtor, then 
he should be counselled to overcome the weakness or induced to 
correct the fault, and failing in progress in this direction and the 
conclusion being that the risk is inherently undesirable and the 
debtor cannot be made to be responsive to considerate and courteous 
appeals, the demand for the payment must be pushed. 

To much haste has occurred in the treatment of delinquents— 
too little care has been shown for the building up of successful 
retail merchants, yet if thoroughness were the rule, that correction 
of incompetence and the consequences of inexperience for which 
we have been striving would follow, and the credit man would 
become the foster parent of many successful merchants. 

If a favor is received, a “thank you” should never be omitted 
—for this is a real sign of thoroughness. The income from a small 
investment is not usually recognized, but the thorough man will 
never neglect the small thing that is important, nor will he do the 
small thing that is unnecessary or unimportant. 

Can we overstate what thoroughness means in the practice and 
principles of business, and 1s it too much value-in our claiming for it 
when we say it is the foundation quality in credit making? The 
quality of thoroughness may be natural to some credit men, but it 
is subject to cultivation in all who are earnest in their work and 
desire to make for a success. When thoroughness is not a natural 
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quality of the credit man, application and close attention will 
develop it. When the foundation is established, then other qualities 
can be reared that will build an efficient credit worker and give 
happiness and success to his work. 


Robert Morris Club 


At the meeting of the Robert Morris Club, composing the mem- 
bers of the credit departments of banking houses, allied with the 
Association, held in Pittsburgh in connection with the June conven- 
tion, it was decided to hold fall and spring meetings, in addition to 
the general session, called for the week of the annual convention. 

The directors of the club have now determined upon the holding 
of the fall meeting, Thursday and Friday, November 9th and roth, 
in Chicago, sessions to be at the La Salle Hotel. 

Secretary Wall in a notice of this meeting asks banking mem- 
bers who have subjects they wish discussed, to communicate with 
John W. Thomas, Central Trust Company, Chicago, chairman of 
the program committee. 

There will be a checking session when members may submit a 
list of not to exceed a hundred names, to the secretary. There will 
also be a session devoted to an analysis of the economic conditions 
of the country, and every delegate will be urged to take part in this 
discussion, coming ready to give a two or three minute talk about 
the business situation as he sees it. 


UNVERIFIED CREDIT 


McElroy-Sloan Shoe Company Issues Warning to 
| Salesmen 


Solomon, the Bible tells us, insisted upon the word of God being 
verified and the most noted psychologists agree that no two men can 
view the same incident and give exactly the same report. For this 
reason, the best-managed credit departments go to considerable 
pains to corroborate the agency reports. 

It is not only possible but most probable that a mercantile agency 
reporter may be influenced by personality, affability and environ- 
ment in submitting information obtained and the credit man who 
does not use his best efforts to verify all material claims, made for 
the purpose of securing credit, is derelict in his duty. 

We have enough cenfidence in human nature to believe that 
most merchants are honest and desire to pay their bills, but their 
success is dependent on so many other considerations that more 
than the moral risk must be taken into account by the careful credit 
man. 

Just a few of the items of information essentially necessary to 
afford a proper estimate as to the desirability of a customer for 
credit is an idea as to the merchant’s ability properly to conduct 
his business ; a correct knowledge as to the extent of his indebtedness 
as compared to realizable assets; the matter of expense and volume 
of business; amount of insurance and last but not least the ledger 
experience of his other principal creditors. 
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The proper grasp of the credit risk in its entirety is not possible 
without a full and complete knowledge of these essential facts, and, 
while it may appear at times that too much time is consumed in 
passing on orders, you can depend on it that the merchant has not 
made it possible either for us or the agencies properly to investigate 
his condition and nobody is to blame but himself. 


A Code of Ethical Principles as Necessary in Busines; 
as in the Professions 


The times in which we live have developed new standards in 
thinking and conduct from which the department of business has 
not escaped. The waste of yesterday becomes the sustenance of 
to-day. The shrewdness of the last generation is replaced by the 
efficiency of this generation, for the basis of to-day’s success is ef- 
ficiency, as shrewdness was the quality demanded in the last gener- 
ation. 

New principles in our commercial system have to come with life’s 
rapid advance in commercial development, and sensing this, the 
National Association of Credit Men set its hand to building up a 
code of commercial ethics. At the annual meeting of the officers 
and directors, held in Atlantic City, September 14-15, 1916, the 
following minute was unanimously adopted : 

“While business men enjoy independence in their movements 
and do not act as servants of the state in the same sense as do prac- 
titioners of the law, nor have their lines of conduct marked out 
definitely as have practitioners in other professions, yet there is 
every reason why the business man should observe standards of 
practice just as high and idealistic as are required of the members of 
any profession. For the building up of a commerce distinguished 
by integrity and fair dealing, the observance of the Canons of Ethics 
adopted by the National Association of Credit Men and the observ- 
ance of the strict lines of practice set out therein, are earnestly 
recommended by the officers and directors of the National Association 
of Credit Men in annual meeting assembled.” 

If this ethics code (copies obtainable upon application) is made 
the guiding motive in the development of our business standards, 
American commerce in the days to come is to be invincible. 


Opponents of Bankruptcy Law Challenged 


We have been hearing so often of late, broad general statements 
to the effect that, under federal bankruptcy law régime, bad debt 
losses compare unfavorably with the losses sustained under the 
state insolvency system which ruled prior to 1898, and that to the 
federal law is also due, to a large extent, the frauds practised by 
debtors upon creditors, that the officers and directors of the Asso- 
ciation at their annual meeting last month, felt the contentions of the 
opponents of bankruptcy legislation should be met, and therefore 
adopted the following minute: 

“In view of the fact that information is being spread abroad by 
opponents to the national bankruptcy act, that bad debt losses and 
fraudulent practices have been encouraged by this law, the officers 
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and directors ‘of the National Association of Credit Men challenge 
the veracity of such contentions and the ability of any one to show, 
that in proportion to our domestic commerce, losses, since the enact- 
ment of the law in 1898, have not decreased and that the proportion 
of bad debt losses attributable to fraudulent practices have increased 
in that period.” 

We urge credit men, the records of whose concerns are available, 
to compare the annual bad debt loss of the present period with that 
sustained prior to 1898, bearing, of course, in mind the proportional 
relation of such losses to business done. 

Apropos of this comes up the often reported claims regarding 
excessive costs of administering bankruptcy cases, it being said that 
we do not compare favorably with our Canadian neighbors in the 
economic administration of insolvent estates. Perhaps those who 
make such comparisons have not heard of the movement of our 
Canadian neighbors to bring about federalization in bankruptcy mat- 
ters, in order to strengthen interprovincial business. In this con- 
nection also, is interesting an account contributed by a member 
regarding a Canadian insolvency case in which he was interested. 
The estate showed assets of $7,519.10, all of which was consumed in 
expenses. Ten attorneys received fees in the case running from $21 
to $556 each; the curator’s fees were $315; the sending of invoices 
was assessed at $175; preparing the dividend sheet $94, and the 
creditors were informed that there was nothing left for them. 

Is there much to wonder at in this cold comfort given creditors 


when an estate involving no more than $7,519 bears the cost of ten 
attorneys’ fees? 


Baltimore Association Does Some Skilful Prosecution 
Work 


The Baltimore association has done its part well in connection 
with the conviction of I. Leopold Biederman who opened a store in 
Baltimore, June, 1916, coming presumably from Philadelphia. His 
ostensible purpose was to conduct a retail shoe store. He fitted the 
store with shelving and ordered a sufficient number of shoe boxes 
to fill the shelves. He then proceeded to hunt credit and managed 
to obtain about $2000 worth of boots and shoes. He also obtained 
large quantities of silk hosiery. He issued a statement to show that 
he had $800 in the bank and $2500 besides available. In some cases, 
he made partial payment; in other cases, no payment. 

Apparently as fast as cases came to his store he shipped them 
out again, and at the trial admitted he had shipped $1200 worth of 
shoes to New York, obtaining for them $400 at auction. He re- 
mained in this store about three weeks and then placed a card on 
the door to the effcet that the store was closed on account of 
sickness. For two months therafter no trace of him could be had. 

At the time of the closing of the store, the case was reported 
to the Baltimore adjustment bureau, which took it up with the 
detective department. Eight indictments were obtained, and one of 
the best detectives to be had was put to work. Some information 
was gained regarding the shipment of shoes which led the detective 
to New York where he got in communication with Biederman’s 
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sister. This led him to go to Boston where, after a week’s search, 
he was unable to find him. Again the detective returned to New 
York and interviewed the sister through whom he learned of the 
brother’s definite address in Boston. The arrest was made in that 
city and the fugitive brought back to Baltimore. It afterwards came 
out that Biederman went directly to Boston and was preparing to 
leave for Buffalo having shipped five cases of merchandise to that 
city. 

At the trial he was sentenced to serve one year in prison under 
a charge of false representation. It was learned he had worked 
his scheme in New York Philadelphia, Baltimore and Boston, and 
was apparently making plans for a wide circuit. It is hoped that, at 
the completion of his term in Maryland, the case will be pushed in 
Boston by the creditors at that point. 


Economic Significance of the Fire Waste 


“The Economic Significance of the Fire Waste” was the topic 
of an address delivered before thé semi-annual meeting of the 
National Association of Cotton Manufacturers at New London, 
Conn., September 15, by Charles E. Meek of the American Ex- 
change National Bank, New York, president of the National Fire 
Protection Association. 

Starting with the proposition that, as was said years ago, cotton 
is the worst abused of all agricultural commodities, Mr. Meek de- 
clared he was convinced that the statement was extremely mild, based 
upon a study of the situation made during frequent trips in the 
South. The fire hazard is plainly evident, there, he said, for one sees 
dumped everywhere bales of cotton; and the charred remnants bear 
mute testimony to the crime of American carelessness. It is no 
uncommon sight to find baled.cotton exposed to the mercies of a 
locomotive spitting out red hot coals, or used as a resting-place for 
a tired nigger who drops to sleep with a lighted pipe in his mouth. 

The cigarette and match habit is another thing that adds to the 
fire hazard, for often the country boy winds up his daily pilgrimage 
to the depot with a soft seat on a bale of cotton and burns up a few 
cigarettes while waiting for the train to get in; later, the bale burns 
up. A great hazard is created at the cotton-shipping ports during the 
height of the season when thousands of bales are unprotected. When 
Augusta, Georgia, was swept by fire in March of this year, while 
cotton was.not the principal cause, it was certainly an accessory, for 
the streets were choked with bales, hydrants even being blocked 
by them. 

Cotton is probably the collateral behind more loans than any 
other product of our soil, pointed out Mr. Meek, for from the time 
the planter borrows money to: buy seed, fertilizer and labor, there 
is started a series of borrowing transactions which do not cease until 
the ultimate consumer is reached. Hence, cotton as a great factor 
of credit is entitled to more respect than it receives. While there is, 
of course, protection against money loss in these transactions through 
fire insurance, it is impossible to replace the economic waste, which, 
in the last analysis, means more than the mere money involved. 

The first step towards improving conditions would seem to be 
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a more rigid control over the use of public places for storage pur- 
poses. If warehouses are not available to meet the demands, suitable 
space removed as far as possible from the danger of fire, should 
be set aside and carefully guarded while in use for there is nothing 
better in the world than cotton on which to loan money. 

Commenting on the statement made by a newspaper writer last 
year that, because of the large fire losses, the situation had become 
so serious in the South that it looked as if companies would cancel 
existing policies and decline new business, Mr. Meek said this had 
been averted by promised improvement in conditions and increased 
rates. The future attitude of the companies depends on the results 
of the coming season, and the correction of existing abuses in the 
conduct of business. 

The following are some of the points of weakness to be con- 
sidered in the fire waste. From the records of six classes of cotton 
textiles, the following statistics are vital: The human element is 
clearly responsible for 43 out of 52 cotton gin fires, or 82 7/10 per 
cent. of the fires; out of 21, the same cause is at the bottom of 20 
cotton warehouse fires, or 95 2/10 per cent.; in another class seven 
out of ten cotton seed oil mill fires, or 70 per cent. lies at the same 
door; while again in four out of five knitting-mill fires we find 
the human element responsible. The second largest factor is due 
to the fact that, in so many instances, the water is shut off. A 
third item of weakness is, deficent equipment or unsprinklered 
portions. Besides these three mentioned, other weaknesses are, faulty 
building construction, deficient water supply, explosions from poor 
equipment, and freezing. 

The now nearly perfect fire control, said Mr. Meek, can justly 
be attributed to the development of the automatic sprinkler. Uberto 
C. Crosby, well-known as an insurance executive, says in speaking 
of the change from underwriting losses in hazardous risks at high 
rates, to underwriting profits in the same risks at low rate: “The 
automatic sprinkler was the dominant factor in the transformation.” 

The annual average fire loss for the period of ten years has been 
two hundred and fifty million dollars, plus what has been paid for 
insurance. The losses for the first eight months of 1916 amounted 
to about $160,000,000. To stop this drain on the national resources, 
the National Fire Protection Association was formed, to which 
business men should give their support. 


Kansas City Meeting Place of Next Annual Convention 


At the annual fall meeting of the board of directors of the 
Association held at Atlantic City, Kansas City was selected as the 
meeting-place of the twenty-second annual convention. June, as 
heretofore, will be the convention month. 

Upon learning that the board of directors had made the choice 
of Kansas City for the twenty-second annual convention, Mayor 
George H. Edwards immediately had this cordial word to say: “I am 
very much gratified to learn that Kansas City has been selected for 
your 1917 convention, and can-assure you. that we shall do all in 
our power to make this convention a success in every respect.” 
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Tributes to James Graham Cannon 


At the meeting of the directors of the National Association held 
at eeprisc City, September 14, the following was entered upon the 
records: 


Crowned with years of unselfish service to his fellowmen and 
innumerable good deeds done, our friend, JAMES GRAHAM 
CANNON has passed into the Great Unknown with the same fear- 
lessness that distinguished his earthly career. The officers and direc- 
tors of the NATIONAL ASSOCIATION OF CREDIT MEN in 
annual meeting assembled, cheerish with deep feelings of gratitude 
the memory of one of whom it can be said by the God whom he so 
faithfully served, by those who partook of the generosity of his big 
heart, and by every one universally, “He Was a Man.” 

As one of the parents of the National Association of Credit 
Men, who believed in its purposes and fought valiantly for its 
policies, it will be a sincere sorrow to the entire membership of the 
Association that Mr. Cannon is no longer here; but, with the fruits 
of a well-spent life, a welcome awaited him, and a memory is left 
that is to inspire to good deeds and to humanity’s cause, his friends 
and fellow men. 


From Wa. H. Preston, THE ASSOCIATION’S First PRESIDENT. 


One who saw Mr. Cannon as he threw himself into the work of 
the National Association of Credit Men could not but have great 
admiration for his executive ability and his strong, winning person- 
ality. I remember his hearty cooperation when the subject of our 
Association was brought to him. I recall his great wisdom while 
serving as chief executive of our organization. 

When we were organizing we were most in need of the assistance 
of such strong men as Mr. Cannon. Their cooperation at that time 
was most difficult to get. The fact is, that our Association met 
more objectors than sympathizers in its initial years, for men were 
sceptical as to its utility and called us dreamers and rainbow-chasers; 
but Mr. Cannon grasped at once the great value of such as organ- 
ization and lent not only his name to the movement but also his 
financial assistance, which he granted most liberally. 

I saw Mr. Cannon last when he was being entertained by our 
Seattle association at luncheon. He gave the members there a won- 
derfully helpful talk, and in his modest way endeavored to shift to 
others the credit for the part he had taken in advancing the Asso- 
ciation’s interest in its earliest days. The National Association of 
Credit Men indeed owes him a debt which can only be paid through 
the efforts of our members to carry out his high ambitions that 
the organization do greater and more effective service to the business 
community. 


From Dante B. Murpuy oF RocHESTER. 


Among those who felt keenly the death of James G. Cannon is 
that veteran member of the Association, Daniel B. Murphy, vice- 
president of Burke, FitzSimons, Hone Co., Inc., of Rochester, N. Y. 
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Mr. Murphy met Mr. Cannon at the first convention of the 
Association in Toledo, in June, 1896, and saw Mr. Cannon as a 
comparatively young man, filled with strength, ability and the qual- 
ities of leadership. 

Mr. Murphy saw immediately how fortunate the Association was 
to be able to have a man of Mr. Cannon’s forceful type and beliefs, 
and declares that in Mr. Cannon the members of the Association 
will have for many years to come a figure which should inspire 
credit men to a higher class of work. 


From CHARLEs E. MEEK oF NEw YorxK 


In the death of James G. Cannon, the National Association of 
Credit Men and the American Institute of Banking each lost a 
loyal supporter. 

Mr. Cannon was the first prominent banker in the country to 
interest himself in the National Association of Credit Men. This 
was characteristic of the man, for, endowed with a keen sense of 
observation, he instantly recognized the merit of the movement and 
at the same time became one of those who guided the Association 
through the formative period. He had the satisfaction of seeing it 
placed on a substantial and successful basis. 

A gentleman who brought about the organization of the New 
York Credit Men’s Association has stated that Mr. Cannon was the 
only banker he called on who gave him an audience, which audience 
resulted in Mr. Cannon becoming identified with the movement, a 
privilege he valued to the last.. In recognition of his services, the 
New York Credit Men’s Association placed Mr. Cannon’s name on 
its Roll of Honorary Members. 

It is unnecessary to review Mr. Cannon’s activities in the credit 
field. That the members of the National Association of Credit Men 
have directly benefited is beyond doubt. The business world at 
large has indirectly benefited. 

Just as Mr. Cannon contributed to the cause of improved 
methods in business, he also contributed to the raising of the stand- 
ards of the young banker. The American Institute of Banking is 
the training camp of the banking profession. Mr. Cannon gave its 
work the strongest kind of support. He endeared himself to many 
of the boys, and oftentimes took a personal interest in their individual 
welfare, 

Many members of both the National Association of Credit Men 
and the American Institute of Banking owe much of their success 
in life to the kindly encouragement and the good advice they 
received from Mr. Cannon. His man-to-man way of doing things, 
his enthusiasm, his kindly manner, his sincerity, his splendid Amer- 
ican spirit, all combined to give him a charming personality. 

James Graham Cannon contributed more than his share to the 


advancement of his country’s interests. His EToee is a worthy 
one to follow. 





954 CREDIT MEN’S BULLETIN 


A Responsibility of the Credit Man That Should Not 
Be Evaded 


“The only practical man,” says a successful student of credits, 
“to instruct the smaller merchant in better methods is the credit man. 
The credit man who is unable to take raw material and make of it 
better merchants, is not fit to be a credit man. It is possible.” he 
further declares, “to take the slow customers one by one, appeal ‘to 
each through the approach found easiest, not only keep but strengthen 
good-will, and eventually make changes for the better.” 

“Our credit department,” says this credit man, “conducts its own 
school of education; and I can say candidly that we have fewer 
failures than almost any other dry goods house in the country. We 
take our slow customers one by one, and appeal to them through 
whatever happens to be the easiest approach, keeping their good-will 
and in time bringing them up to a better plane. We have a large 
number of customers all the time going through this process of 
strengthening, or rather construction; and as fast as some-of them 
have been started right and have shown the ability to make progress 
without support, we take up another one or two and put them through 
the same process. It is a pleasure to go through the accounts of 
these concerns as they show a better and better tone month by 
month.’ 

Here is undoubtedly the peculiar responsibility of the credit 
man. Public movements for the exploitation of sound principles of 
education are to be commended; yet in the final analysis, the one 
really responsible for individual work and the correction of indi- 
vidual defects and faults is the credit man. 

To help in making a good merchant out of a poor one, there's 
the fine thing to do; and it can be done by studying the individual 
characteristics of each debtor,—his defects as well as his good points, 
and then through patient education,—not general but individual,— 
correct the defects and strengthen the good points. 

For the credit man to believe that the granting of credit and the 
closing of an account is the Alpha and Omega of his work is making 
a great mistake. It is for him to help in curing those commercial 
defects to which are to be charged our bad debt waste. 


Some Things Credit Cooperation Is Doing in Texas 
Secretary McGown of the Fort Worth Association of Credit 
Men recently gave a concrete illustration of the word “cooperation” 
and the way it has been applied in Texas in a paper presented before 
the members of the Fort Worth and Dallas associations. 
Through their cooperation work, he said: 


1. Texas associations have had placed on the statute books of 
the state one of the best and most complete bulk sales laws enjoyed 
by any state in the Union, and the law has been passed upon by the 
Supreme Court of Texas and declared constitutional. 

2. Again the reciprocal insurance law of that state has been re- 
vised in important ways so that an insurance policy now held by a 
customer may be filed away with every feeling of confidence. Prior 
to the enactment of this law, it commonly happened that a customer 
burned out, and an examination of policies revealed that his insur- 
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ance was absolutely worthless. Under the operation of the bill, and 
through the efforts of the Texas associations, every reciprocal com- 
pany in the state was put out of business unless it complied with the 
provisions of the bill. 
3. With this good work done, it is firmly expected that at the 

next legislative session it will be possible to pass: 

The false statement act 

Bill regulating landlord’s lien 

Fictitious name law 


An earnest plea was made by Mr. McGown to have established 
in Texas an interchange bureau that would appeal to every jobber, 
and in which every credit man in the state would feel an interest and 
find it to his advantage to secure a membership. 


THE runt AND LAST OF OUR _EX-PRESIDENTS, WM PRESTON OF SEAT- 
TLE, HARRY G. MOORE OF PEORIA, TAKEN AT SEATTLE IN JULY. 
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How Cleveland Bureau Is Handling Adjustments and 
Is Making Attorneys Earn Their Fees 


Out of some fifty-two active cases of bankruptcy in the hands 
of the Credit Men’s Adjustment Bureau of the Cleveland association, 
during the last few months, some of the results obtained are signifi- 
cant of specially excellent management. 

In the case of the Avery Stamping Co., an involuntary petition 
in bankruptcy was filed May, 1914. T. C. Keller, bureau manager, 
was elected trustee July 27, 1914. Total receipts to date are 
$25,461.84; total disbursements $23,110.73; balance in the hands of 
the trustee $2351.11. Two dividends aggregating 30 per cent. have 
been paid to creditors. If the trustee is successful in a suit pending 
against a certain company for usurious interest, it will mean a still 
further substantial dividend for creditors. 

In the Cleveland Ice Machine & Mfg. Co. case an involuntary 
petition in bankruptcy was filed April, 1914. On April 29, 1914, Mr. 
Keller was elected trustee. Two dividends amounting to 30 per cent 
have been paid creditors and in addition it is expected that 10 or 
possibly 15 per cent. more will be paid. Total receipts are $43,631.38: 
total disbursements $43,359.57 with a balance on hand of $271.81. 

In the case of H. C. Ferris, an old friendly trusteeship, coming 
into the hands of the bureau December, 1913, dividends amounting 
to 40 per cent. have been paid creditors. As one of the partners 
of the concern was considered fully responsible; it was thought 
advisable to start suit against him to secure some sort of settlement. 
If successful, the creditors will fare most satisfactorily. 

Out of fifteen cases handled by the adjustment bureau, one 
paid two per cent. and fourteen paid ten per cent. or more dividends 
to creditors ; five other cases paid fifteen per cent. or more when final 
settlement was made; six paid twenty-five per cent. or more; one 
case settled at twenty per cent. ; thirty-five per cent. was realized on 
four others with the expectation that fifty would be paid in the final 
settlement of one of them; two estates paid forty per cent.; one 
was settled for forty-two and half per cent.; dividends of fifty 
per cent. were paid on two estates, sixty per cent. on one, seventy 
on another, seventy-five on one, while two others paid dollar for 
dollar. 

It is an exceptionally fine showing that the Cleveland bureau 
has made in these cases, especially in view of the fact that little hope 
of respectable returns was given in many of them on first examination. 


In explanation of what seemed at first overgenerous fees paid 
to attorneys in certain cases handled by the adjustment bureau of the 
Cleveland association, the bureau throws some light on the class 
of work the attorneys in these cases were called upon to perform in 
the following description: 

In one case fraud had been perpetrated on creditors neces- 
sitating not a little investigation based upon which the debtor was 
sent to jail for seven months. In another estate there was recovered 
through litigation, from a certain discount company, $2500, and 
there was a number of pieces of real estate which were considered 
worthless, as far as equity to general creditors was concerned, but 
which, through the efforts of the attorneys were made to yield a 
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considerable amount. In this case litigation had to be carried over 
two years in order to clear up several clouded titles to real estate. 

One of these cases was particularly interesting. It involved 
the sale several years ago by a church society of a piece of real 
estate to another church society without the filing of the proper 
application through the Common Pleas Court. The second church 
society afterwards sold to an individual, filing the proper applica- 
tion. However, the case in court was never properly completed and 
was never dismissed. Suit had to be commenced in the first instance. 
The second case had to be re-opened on record and properly com- 
pleted and closed. The real estate consisted of various lots on the 
south-west corner of a certain block, the entire block at one time 
being owned by one man, and was bounded by the four streets. It 
was found, for instance, that some of these lots had been sold from the 
street running along the southern boundary until they overlapped lots 
which had been sold based on the northern street boundary. Lots on 
the west boundary had been sold towards the east, overlapping lots 
facing on the east boundary street, so that in a number of instances 
there were two deeds to the same portions of lots in the rear. A 
small part of the land near the central westerly line could almost 
be classed as no man’s land, none of the deeds apparently covering 
it. This was intricate enough, but it was found that two of the lots 
facing the south boundary near the westerly line of the block, over- 
lapped each other on the south portion and did not come together 
on the north, thereby forming a triangular piece of land on the 
northerly end of the lots for which the bureau had no deed. It 
was therefore necessary to secure the marriage certificate of people 
who had been dead a number of years, and an affidavit from their 
son who is about seventy-five years old, regarding his parents birth 
and death also covering the attempted transfer of this property. The 
attorney had to secure a number of affidavits from people and quit 
claim deeds from ‘still others. He also had to file a suit to quit 
title covering about thirty-five additional heirs, known and unknown. 
This was a long drawn-out affair; but it paid because attorneys for 
the bankrupt and the receiver, when the attorneys took charge of 
the estate declared, it would not pay five per cent. to the creditors ; 
yet the bureau succeeded in paying 221% per cent. 

There was another case where the bankrupt tried to put through 
a 25 per cent. composition, but had preferred a local bank. The 
attorney for the bankrupt was likewise attorney for and a stockholder 
in the bankrupt coricern. The business had long been mismanaged 
which necessitated a great deal of legal work to disentangle. Never- 
theless, the creditors received 43 8/10 per cent. The attorney’s 
applied for larger fees than were allowed. The referee sustained 
attorney’s fees for the bankrupt and for the bankrupt’s receiver, 
who by the way, was an officer of the company, to the full amount 
of their applications although his decisions were sharply opposed 
by merchandise creditors, the fees of whose attorneys were con- 
siderably reduced by the referee. 

From such cases, we realize that it is fair to bear in mind in 
looking over the statistics of bankruptcy settlements, that there may be 
the best of reasons for what seem to be high attorney fees. Complicated 
legal investigation was here justified because it increased the estate. 
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Pittsburgh Association Pursuing Fraud Relentlessly 


A remarkable bankruptcy case is that of Abe Dumber, who 
for ten or twelve years had been engaged in the retail shoe business 
in Kittanning, Pa., and in that time had built up an enviable reputa- 
tion, with a well-established credit. 

In January, 1916, he opened a store at Oakland, twenty miles 
from Kittanning, to which he shipped large quantities of merchandise 
from various manufacturers. On January 15th sixty-one cases of 
shoes were shipped to Seminole, and from there were hauled across 
country to Putneyville, then reshipped to Pittsburgh. Other ship- 
ments were made to Oakland. Railroad employees, however, began 
investigating and found that these boxes contained nothing but 
waste paper. Meantime Dumber continued making large shipments 
to Pittsburgh, using the names of reputable Kittanning merchants, 
but sending the goods to fictitious consignees. He disposed of some 
$9000 worth of merchandise for which he received about $5600. 

On March 6, the Oakland store filled with empty boxes took 
fire. Dumber exclaimed he had lost everything, though the proceeds 
were in his pocket. He was arrested on a charge of arson and 
held for $2000 bail. An involuntary petition of bankruptcy was 
filed against him. 

Much credit is due Elliott Frederick of the adjustment bureau 
of Pittsburgh association who was appointed receiver in the case, 
Chas. J. Best, special officer of the Pittsburgh-Shawmut & Northern 
Railroad, C. O. Morris, district attorney, and Ralph R. Frank of 
Morris, Walker & Allen, Pittsburgh attorneys, representing the re- 
ceiver, all of whom worked together to bring about the conviction of 
the defrauder. 

Dumber was tried June 28, and on July 1 the case was turned 
over to the jury which, after forty-five minutes deliberation, brought 
in the verdict “Guilty as indicted.” A fine of $1000 was imposed, 
together with the costs of prosecution, and Dumber was given a 
prison term of not less than seven nor more than eight years. 


A New Educational Force Among Retailers 


The St. Joseph Free Service Bureau, of St. Joseph, Mo., is an 
interesting enterprise. It is composed of manufacturing and jobbing 
houses and its prime object is to serve as an educational force 
among retailers with a view to strengthening them that they may 
dominate the present and future selling situation in a manner to 
counteract the inroads of “mail-order” competition, and bring the 
retail business to a higher level of efficiency. All retailers in the 
St. Joseph territory have been invited to take advantage of the 
opportunities offered. Demands of a great variety have been made 
upon the bureau’s facilities. 

’The bureau, by purchasing a fairly complete assortment of 
“mail-order” merchandise, has undertaken to demonstrate to visiting 
merchants that retail store prices are no higher than those of the 
mail-order houses, quality for quality. Newspaper publicity setting 
forth the claims of the retailers for public support has been secure: 


and the support of the press by way of editorials and advertising 
gained. 
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The staff of travelers of each member of the bureau has been 
fully instructed as to the bureau’s purposes, and they have been 
trained to help the retailer regarding window-trimming, card-writing, 
etc. 

It is the purpose of the bureau to give close attention to indi 
vidual needs. Advice is offered, and suggestions are made regarding 
sale bills, newspaper advertising, window-trimming, store arrange- 
ment, bookkeeping methods, cash to credit plans, premiums, rebates, 
trading stamps, how to handle merchandise, how to take inventory, 
how to figure overhead, how to interest the farmer. 

It is the aim of the director and the members of the advisory 
board to appear before other organizations that they may present 
their work and enlist their cooperation. 


Cincinnati University’s Great Commercial Courses 


The College of Commerce of the University of Cincinnati is 
again offering an exceptionally strong course in “Credits and Collec- 
tions.” Beginning with a consideration of the relation of the credit 
system to the organization of the present-day commercial world, the 
course deals with such subjects as,—banking credit, personal credit, 
and mercantile credit. This will be in charge of Howard P. Warren, 
Instructor in Finance. 

Following the above course will be offered another quite as vital, 
in cooperation with the Cincinnati Association of Credit Men, open 
only to those who have completed the first course. This will go into 
an exhaustive study of the “problems of the credit department.” 
Instruction will be given by prominent men most able to present the 
various phases of the subject. At each lecture there will be oppor- 
tunity for free discussion and an exchange of ideas. The following 
are some of the subjects to be presented, with many subheads and 
divisions: Crepir SystEM, THE OPENING OF AN Account. Facts 
on Wuicu Crepir JupGMENT Is Basep. THE CLOSING OF AN 
Account. Lrcat PHASES OF CREDIT GRANTING. 

Men who are experts as bankers, lawyers, and manufacturers 
will handle the questions that pertain to the subjects discussed. 


In response to the demand for training for the foreign trade, 
the University of Cincinnati is this year giving a course which will 
present a description of foreign export and import trade, the ways 
and means of ascertaining if an article can be exported, the course to 
pursue to interest a foreign customer in an article, and the way to get 
his good-will and patronage, together with the information as to his 
credit. 

The course will also take up the practical question of packing 
and shipping, also the commercial laws of the various countries that 
have to do with drafts, bills of lading, shipping documents, methods 
of advertising, ways and means of keeping posted regarding foreign 
competition. Finally, there will be taken up the study of foreign 
peoples with whom the exporter will have to deal, and a general view 
of the commercial treaties between our country and the foreign 
countries in question. 

The University is clearly doing well for the upbuilding of the 
future business interests of the community in providing these 
remarkable facilities for the study of foreign credit. 
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CENTRAL CHATS 


BYHE man without a country is in no 
~ ty worse condition than the man with- 
4) out an ambition. Ambition is the 
OT Ya lodestone to human effort. Upon it 
ree SANS is fixed the eyes as upon a goal. It 
keeps the man heading unswervingly 

in the one direction. 


To live without aim, merely to exist through the 
hours of the day, looking forward to the morrow 
without a spark of eager expectation, tends to make 
human driftwood; but to stand at the threshold of a 
day with a thrill, eager for every opportunity that 
arises, with a determination that something will 
be done, something worth while, makes human 
dynamos. 


Which are you, or which do you prefer to be? 
It is for each to determine, and in doing so take 


that which gives to life its greatest satisfaction and 
happiness. 
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OTHING merely happens. The most insignifi- 
cant event has a definite cause, which, if one 
will, he may grub out of life’s occurrences. 

This fact appreciated, and we shall appraise 
each word or act properly before it is uttered or 
performed, and each mood and disposition before it 
is brought into play, knowing full well thatthey may 
become the parents of undesirable and unfortunate 
results, 


A poor piece of work occurs. Was it a mere 
happening? No, it can be traced back to indifference 
or neglect. Were these merely happenings? No, 
they can be traced back to lack of training or to 
something worse. 


Every man is master of his own fortunes. But 
for this the rail-splitter would not have been called to 
lead the Nation through perilous days. He would 


have been content merely to split rails. The canal 
boy would have continued to whistle merrily as he 
drove his mules, and would not have fought his way 
into the greatest gift within the powers of the Nation. 


It is easy to drift, much easier than to fight—but 
should we stretch out for the biggest and best results, 
these can be accomplished only by supreme effort. 


A ceice 
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[EDITORIALS| 


Probably but a small fraction of the Association knows of the 
Retail Credit Men’s National Association. This organization has 
not long been operating, but it is obvious from its name that it would 
not through its activities impinge on the National Association of 
Credit Men; but instead, the two organizations should each find the 
other essential to the fulfillment of its program and highest purposes. 

If, as an officer of the Retailers’ Association says, it be true 
that there is a sentiment abroad on the part of our Association an- 
tagonistic towards the Retailers’ Association, it is most unfortunate 
because such feelings cannot but hurt the effort to bring the 
wholesalers and retailers into that harmonious relationship which 
better business conditions require. So far as the National office is 
concerned, there is no such hostile feeling, but it is hoped if there 
be in any of the local associations allied with the National Association 
any antagonism towards the Retailers’ Association, a better under- 
standing may be had in order that there may be a unified effort 
among the members of the two associations. 

Our Association is surely too big to lower itself to anything so 
petty as the sentiments described. We have assumed a leadership 
in the matter of credits because our work of twenty-one years has 
entitled us to that leadership. One of the things we must accom- 
plish is to demonstrate to the retailers that we are for and not 
against them, and that we are for their organization if its efforts 
look to the bettering of conditions in the retail: field. 

Our hands reach out in warm welcome to the young association 
that the retailers of this country are building up. 


The complaint is heard frequently that our courts, as a rule, 
are so intent upon the technique of evidence that they do not place 
themselves in a position to understand the practical problems of the 
credit department of our business houses and, therefore, make 
unnecessarily difficult the punishment of fraud. 

It is refreshing to read the decision of the district court of 
western Pennsylvania in a case in which an officer of the Pittsburgh 
adjustment bureau acted as trustee. The referee had recommended 
the bankrupt’s discharge against the protest of the trustee, who 
showed that the bankrupt had begun business in June, 1913, and 
was adjudicated bankrupt prior to March, 1915, that he had testified 
that he had broken about even for the first year. but in the following 
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year had lost between $9,000 and $10,000, that he had further testified 
that he had kept no books of account and only a memorandum 
book in which he put down the wages due the employees, and a 
statement of borrowed monies. The trustee pointed out that he had 


never received from the bankrupt any papers such as invoices, bills 
or files. . 


The court decided that the bankrupt’s explanation of his losses 
was most unsatisfactory. “Looking at the testimony in every light 
most favorable to the bankrupt,” the decision reads, “this court is 
unable to agree with the learned referee in his conclusions. The neces- 
sity of keeping books in a mercantile business, such as that in which 
the bankrupt was engaged, must be apparent to every one of in- 
telligence. The discharge of the bankrupt must be refused.” 

If there were an admixture of more common-sense with legal 
technique in our courts, as here exhibited, the crooked bankrupt 


would have greater difficulty in putting his crooked plans over on 
the creditors. 


Problems Credit Men Seek Help in from Their Fellows 


A member of the Association writes that he has reached the 
point in his office where the mechanical labor of making out state- 
ments and handling remittances has became serious; that the book- 
keepers are preparing seventy-five hundred statements a month, 
which are handled through the credit department, and remittances 
are averaging from three hundred to three hundred and fifty per day. 

This member wishes to get in touch with some large concerns 
with a view to learning how they are meeting this problem. Are 
there any members willing to help a fellow member solve this 
peculiar difficulty ? 


It is not unlikely that many members of the Association will be 
glad to assist a fellow member who feels that for the lack of a proper 
follow-up collection system, too many of his accounts go to the 
collection agency. His present plan is to issue an invoice on the day 
the goods are shipped making a carbon copy thereof which is his 
charge sheet. Once a month the bookkeeping departiment draws off 
statements on the regular statement machine. The terms are either 
thirty days or sixty days net, depending upon the merchandise, and 
two per cent. cash in ten days. When an account is thirty days over- 
due, the bookkeeper makes. out a statement and gives it to the sales- 
man who.calls or else a draft is made through the nearest bank. If 
neither effort produces results, our. fellow member confesses, his 
plan proceeds rather “hit and miss.” He feels that if the statement 
or draft does not produce the desired result, a card record kept of 
the letters written, would help, and that there should be a series 
of letters for the automatic follow-up of the account until such time 
as individual attention on the part.of the treasurer is demanded. 
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Comments by the Way 


The directors of the Worcester association are considering the 
holding of weekly noon-day luncheons for the purpose of discussing 
subjects of mutual interest to Worcester creditor grantors. 


Members of the Assocation who have information regarding 
Mrs. Anna Gilmore, Mothers’ Good Health Exposition Headquar. 
ters, 241 Michigan Street, Toledo, Ohio, will please address the 
National office, 41 Park Row, New York, N. Y. 


The National office was glad to receive greetings the other day 
from one of its members who had strayed far away from home, F. H. 
Beebe of the New Haven association who sent his greetings from 
Rosario, Argentina. 


Last month, the Association added two affiliated organizations, 
the Reading Association of Credit Men at Reading, Pa., and the 
Lansing Association of Credit Men at Lansing, Mich. The officers 
of the two associations and other details regarding these new members 
of the credit family will be given in the November Bulletin. 


At the convention of the American Bankers Association, held at 
Kansas City, September 25th, E. L. McClure of Maxwell-McClure- 
Fitts Dry Goods Co., president of the Kansas City Association of 
Credit Men, was the accredited representative of the National Asso- 
ciation of Credit Men, so appointed by President Chas. D. Joyce. 


The Bulletin is indebted to Payton B. Bethel, for a correction 
in the proceedings of the Pittsburgh convention. The credit that 
was given to Mr. Bethel, under discussion of the Investigation and 
Prosecution Committee, page 827 of the August Bulletin, should 
have been given to R. M. Bean of Louisville, chairman of the local 
prosecution committee. 


Secretary A. P. Baker of the Fond du Lac Association of Credit 
Men reports to the National office the formation of an adjustment 
bureau. It will be listed in the adjustment bureau directory in the 

last page of each copy of the Bulletin. Secretary Baker will conduct 
the new department in conjunction with his work as manager of the 
now firmly established credit exchange bureau. 


A startling announcement was received the other day from the 
Utah Association of Credit Men—*“To the creditors of Billy Sur- 


’ 


day.” However, it did not take long to appreciate that the announce- 
ment could not possibly apply to the original Billy, for it contained 
a statement of assets of but $1570.70 and liabilities of $1681.60. 


Everybody knows that the original Billy never recognizes anything 
in four column amounts. 


The members of the Pittsburgh Association of Credit Men 
made a happy hit with their retiring president, Colonel Porter, in 
presenting him at a recent meeting with a handsome gold cane 
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marked “To Uncle Jim.”, The presentation was by W. A. Given 
who referred in terms of highest praise to the way the Colonel had 


led his forces at the time of the convention in Pittsburgh, making 
it the best convention ever held. 


The course on commercial law, comprising fifteen lectures, 
presented under the cooperation of the San Francisco Association 
of Credit Men and the University Extension Division of the Univer- 
sity of California, completed on September 1, was so successful 
that arrangements are being made to continue it this fall. The best 
indication of the substantial interest therein was the average attend- 
ance of forty at each lecture out of fifty-two composing the class. 


Ex-President Harry G. Moore, of the National Association, has 
been elected by his fellow directors vice-president of the Keystone 
Steel and Wire Company of Peoria. Since Mr. Moore joined the 
staff of the Keystone Company in July, 1915, leaving his home 
town, Kansas City, to do so, the business of the company has 
expanded rapidly and construction work estimated to cost approxi- 
mately two million dollars has been undertaken. 


The New York Credit Men’s Association held its twenty-second 
annual meetings in September, reelected its last year’s officers to 
serve another year as follows: President—W. F. H. Koelsch, Bank 
of United States; First Vice-President—Wm. M. Kennard, Graup- 
ner, Love & Lamprecht; Second Vice-President—H. Uehlinger, 
Moller & Schumann Co. ; Treasurer—Owen Shepherd, International 
Paper Co. ; Secretary—Arthur H. Alexander, 320 Broadway. 


The National office has received assurances from the Honorable 
W. W. Lambdin, judge of the United States District Court, for the 
southern district of Georgia, that he has been making it a point to 
give instructfon to all grand juries in his district as to the criminal 
features of the bankruptcy law. He says that as a result, there have 
been several indictments and some convictions all of which should 
tend to greater commercial honesty in Georgia. 


The monthly record of cases closed by the adjustment bureau 
of the Wichita association presents the following: One case claims 
filed, $14,008—creditors paid in full and equity returned valued at 
$5,000; another case with claims of $6,000—creditors paid 13.65 
per cent.; another case with claims of $3,006—creditors received 
seventy-one per cent.; another with $2,684—creditors paid 9.7 per 


cent.; another, $11,156—creditors receiving sixty-two and one- 
half per cent. 


One of the most discussed topics at the annual meeting of the 
National Retail Dry Goods Association held in September, was the 
tendency on the part of the manufacturers to reduce or eliminate the 
cash discount and abbreviate sales terms,—a tendency which, as the 
debate brought out, has become noticeable in this period when the 
seller has the upper hand and the buyer is forced to treat on the 
seller’s terms. A resolution was passed in which the tendency to 
reduce discounts was deplored and protested against. 
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It is interesting testimony given by one of our members, a manv- 
facturer in New York state, engaged in the manufacture of alumi- 
num ware, who said, “We have had so much trouble with our trade 
who have taken unearned discounts, that we have been moved to 
withdraw our cash discount terms. We have tried writing letters 
and returning checks but have found it all to be of little avail; but 
since we have withdrawn our cash discounts we have had far less 
trouble. We stamp all bills. ‘net thirty days no discount allowed.’” 


A. D. Sallee of R. G. Dun & Company, Pittsburgh, is to 
have charge of the course in commercial: credits and the credit 
laboratory under the direction of the credit educational committee 
of the Pittsburgh association. The laboratory is provided for the 
purpose of examinating actual questions of credit which continually 
arise in the offices of members of the class. The men will be asked 
to analyze and file credit information for use in the acceptance or 
rejection of actual orders. The year’s work was begun October 13th 
by an opening address of the president, Robert P. Simons, on the 
subject “Self Analysis.” 


In its defense of the bankruptcy law, and its efforts for the 
law’s better administration, the National Association of Credit Men 
has not hesitated to call the attention of the proper authorities to 
the part that can be played by those sworn to administer the 
law in bringing about a better condition. Complaints recently made 
to the National office regarding laxities and the inefficiencies in a 
certain Wisconsin district were laid before one of the district judges. 
There promptly followed the resignation of the referee and the ap- 
pointment of a successor whom the credit-men in that part of the 
state feel will render efficient, honest service. 


Manager Wright of the Utah Association of Credit Men has 
been taking a referendum vote among the members on the bankruptcy 
law. As usual in referendums, not all eligible voted. Thirty-nine 
members advised that they favored a retention of the act; seven 
favored its repeal, and six declared for its amendment without 
suggesting definitely the amendments they would offer. Ten an- 
swered that they did not feel well enough informed to vote intelli- 
gently. It is fair to add the six suggesting amendments to the 
thirty-nine in favor of the retention of the act which gives an over- 
whelming vote of the Association for the law’s retention. 


The Utah association, during the convention days of 1915, ac- 
quired so firmly the habit of hospitality that when a well-known 
member of the National Association enters its gates, everything is 
done to make him feel at home. This is what H: C. Cornelius of 
Grand Rapids, a director of the National Association, and Irving 
L. Jones who has just retired from the presidency of the Utica 
association, found during their stay in Utah—last month while 
engaged in some adjustment matters. The visiting credit men were 
given a luncheon by the directors of the Utah association, and were 
the guests at the regular monthly membership luncheon the following 
week. 
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The National office is indebted to A. J. Gaehr for the splendidly 
printed brochure issued on the completion of “eighty -seven years of 
progress” of the George a oer Co., Cleveland. This concern 
was founded in 1829 by George Worthington, a representative of the 
most vigorous type of young America of those early days. He laid 
the foundations of this concern with $500 borrowed from his brother. 
It has since grown into a mighty enterprise, interest in the progress 
of which is hardly less than that of the city of Cleveland. The 
development of the latter may be said to have run parallel to that 
of the house of Worthington. It is a rich heritage which the officers, 
and indeed all of the employees of such a concern have. 


Wm. F. H. Koelsch of the Bank of the United States, president 
of the New York association, in his forward look for the association 
has declared that the time is not far distant when the New York 
association will put into effect an adjustment bureau plan which 
would more properly fulfil arbitration functions than ordinary ad- 
justment bureau functions to meet the requirements of the great 
metropolis. “The time is coming,” he declared, “when a debtor is 
going to walk into the office of the association and say, ‘I want to 
meet my creditors. I do not want to meet any intermediaries, but 
I want to see my creditors from whom I expect to get a square deal.’ ” 


A retail merchant in Oregon wrote one of his creditors who 
has adopted the trade acceptance system, the following letter in cor- 
dial approval of the substitution of the trade acceptance for the 
open account: “There is an old saying, ‘There is nothing new under 
the sun’; this reminds me that the Portland Association of Credit 
Men is adopting a system that was in vogue thirty years ago, when 
I was an apprentice in Germany. With every invoice we sent out 
was an acceptance attached ; weekly I went to the bank and deposited 
the same and the firm got the cash, less a small discount, I am 
really glad the system is taken up here. If used right, it is bound 
to help legitimate business.” 


“Why Accept?” is a pamphlet issued by the Federal Reserve 
Bank of Cleveland in which are asked and answered those leading 
questions which come to both buyer and seller when they have pre- 
sented to them the matter of substituting acceptances for the open 
account system. What the Cleveland bank mainly emphasized is, 
that its leaflet is intended primarily to show the buyer the advantage 
of the acceptance. Most of the publicity on this subject has laid 
stress chiefly on the advantage to the seller ; but this leaflet is written 
in the conviction that the principal difficulty in bringing the accept- 
ance into use, is in persuading the buyer that it is to his advantage 
to accept. Get the leaflet and read it with all the care its superior 
treatment of the subject warrants. : 


Writing of the progress of the credit exchange bureau of the 
San Francisco association, Secretary Hughes, who firmly believes 
that the exchange bureau represents the most practical form of 
credit association work, says that the food products line, plumbers’ 
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supplies, hardware and automobile accessories lines are covered, and 
members of the bureau in these departments have an efficiency of 
65 per cent., as compared with that obtained in the bureaus of Min- 
neapolis and New Orleans of 72 per cent. All that he says furnishes 
grounds for encouragement in a bureau so young as that of San 
Francisco. Other lines of business are now being attacked, especially 
the boot and shoe lines. The result of the bureau’s work is the 
gradual consolidation of interchange activity among the trade through 
the elimination of small private interchange enterprises. 


“It has been our endeavor to make our customers live absolutely 
up to our terms 2 per cent. 20 net 60 days, and the success we 
have had is astonishing, considering the fact that probably nearly 
99 per cent. of the manufacturers in our industry are not only not 
living up to the terms as set forth, though they have been regularly 
adopted by our Association, but take particular pains to ship goods 
on consignment, allow special time and dating, and do about every- 
thing they can to defeat the constructive educational work of the as- 
sociation which teaches that a cash discount is a premium for prompt 
payment and is not simply a part of the price of the merchandise.” 
These are the words of one large shipper in the printing business 
who realizes that some one must make the start in his line to 
overcome intolerable conditions. Are there not others in this same 
line who will muster into service? 


Writing of the difficulty of overcoming the abuses which have 
crept into the “cash discount,” Charles G. McCormick of Johnson & 
Johnson, New Brunswick, N. J., says he is always reminded in 
discussions of this subject of the old adage, “As a twig is bent, so is 
the tree inclined.” He says that when the abuse has grown greater 
than the individual or concern can stand, a letter is written the 
customer in a diplomatic manner ending probably as follows: “We 
have credited the amount in this instance, but will not allow it 
in the future.” In this sentence is set forth the practice of the 
last thirty years, for this is the almost stereotype phrase used 
in such letters. It is just the same as if a man had a son thirty 
years of age to whom he had given everything he asked, and 
had never upbraided him for his wrong-doings. It is hard to take 
the “inclined” out of the young man who has been brought up under 
these conditions, and it is safe to say it will take some heroes to 
take “inclined” out of the cash discount abuse. Certainly thé sentence 
quoted will not do it. 


Flood Districts of Carolina Recovering Satisfactorily 


Word is sent by Secretary C. O. Kuester, of the Kuester-Lowe 
Company, Charlotte, N. C., a loyal member of the Association, that 
the people in the flood district of the western Carolinas are back 
on their feet again, and creditors need not be afraid to ship all the 
goods they want to the right sort of merchants there. Another 
member adds, in connection with the flood damage, that he would 
call attention to the fact that while flood damage around Asheville, 
was heavy, there was little cause for complaint at High Point. 

Asheville, so well-known as one of America’s well-known mount- 
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tains resorts, although hard hit by the great flood of August and 
later by the threat of a nation-wide railroad strike which kept many 
visitors away, sends in a cheering report. It enjoyed a better trade 
in August than it had ever enjoyed before. Some of the farmers 
were badly hurt. Some of the industrial plants sustained losses, 
but only one failed to resume business. 


Why Not Rubber-Stamp the Excuses? 


“Delayed on account of sickness in office.” That seemed to 
a customer of a member such a sound and unexceptionable 
reason to advance for taking the cash discount long after the 
discount term had expired that the customer tried to reduce as 
much as possible, the clerk hire incident to attaching it by buying 
a rubber stamp to save writing the words. That stamp perhaps 
will give the customer the largest return on his investment he 
ever enjoyed. He probably pays for his stamp many times over 
every day he uses it, and it is fair to presume the ink pad has 
to be renewed with some frequency. Pass this suggestion along to 
your customers, that they do not take the trouble to write out the 
stereotyped excuses for stealing discounts. 
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ASSOCIATION NOTES 


Boston. 


The first monthly meeting and dinner of the Boston Credit Men’s 
Association held at the City Club, October 10, was attended by over two 
hundred members representing the principal business and bank concerns 
in the city. It was presided over by President H. H. Humphrey. The 
guests were Charles b. Joyce of Philadelphia, president, and J. H. Tregoe, 
secretary and treasurer of the National organization. 

The address of Secretary Tregoe on “Present Drifts and Currents” 
was listened to with tense interest, the members showing that they 
agreed with him by the spontaneous applause from time to time. “Live 
and let live,” said Mr. Tregoe, is the ethical side of business, but the 
religion which we are striving to build into business in this country 
is “Live and help others to live.” It is for us to do more than build up 
ourselves; we must help to build up our fellow-beings. 

Mr. Tregoe pointed out that the one thing to be impressed upon 
business men is a higher regard for contracts of purchase and sale. A 
man’s word in the process of a purchase or sale should be as sacred as 
his bond. A sale should never be made if the purchase price is a sacrifice 
of honor and truth. Just as a young man cannot squander the hours of 
the night and go to work in the morning properly prepared, so do we 
need the moral man in the business world. Honor should be as dear to 
the commercial man as life itself. The call to-day is the call of honor. 
The Phoenicians were wonderful traders, known all over the world. They 
were efficient, they were prepared so far as mere competition goes, but 
they were deceivers in their commercial transactions; so the name 
Phoenician, like that of Ichabod, was written on the tablets. 

President Joyce spoke on the necessity of courage and of finding 
the man who is not afraid to do the impossible. The whole world is 
looking for the man who can do what has never been done before, what 
is considered impossible to-day. Corrupt practices, no matter how well 
entrenched, must and shall be wiped out by righteous law. There is 
no system, however well-established, but will yield to better methods. 
There are slackers who say that the plans of this Association cannot be 
carried out. They have been carried out in the past; and in the future 
greater problems will be solved by more comprehensive plans than we 
can even conceive to-day, for the National Association of Credit Men, 
Mr. Joyce declared, has greater power than any other organization ever 
possessed, and that power is being increased until it is becoming a potent 
factor in the business and legislation of the country. 


Bridgeport. 


The members of the Bridgeport .Association of Credit Men heard a 
paper on the subject of “Changes in Ratings,” by J. Orton Buck, manager 
of R. G. Dun & Co., at their September meeting. 

The association intends to have an open meeting the latter part of 
October, when the matter of a credit interchange bureau to be operated 
in connection with the New Haven and Hartford associations wil! be 


discussed. Ziegler Sargent, president of the New Haven association, 
will be the speaker. 


Burlington. 


The Vermont Association of Credit Men held its annual meeting Sep- 
tember 19. Fred E. Kimball, president; Charles L. Woodbury, vice- 
president; and H. S. Howard, secretary-treasurer during the past year, 
were reelected to their respective offices. 

A auestion considered of vital importance in that state was the 
“amending of the Vermont chattel mortgage law” so that all such mort- 
gages must be in writing, instead of as at present, permissibly oral. It 
was shown how great injury is being done general creditors in cases wiiere 
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debtors may put their merchandise beyond the reach of creditors by secret 
agreement in the form of unrecorded chattel mortgages. The association 
is making a strong effort to correct this situation. 
‘\ 
Chicago. 


The Chicago association entered upon its twenty-first year at the 
annual meeting of September 19. In taking the chair, President Roberts 
pointed out that the association had, during the last few years, steadily 
taken on new activities, and that there were now twenty committees busily 
engaged, that the last administration had set out enough things to do to 
keep this and a succession of administrations busy. President Roberts 
set out plans for the continued building up of the association member- 
ship and in this connection told how much difficulty he had had to keep R. 
G. Elliott from breaking into the membership committee, doing so only 
by making him chairman of the credit education committee; but Mr. 
Elliott had given notice he was going to continue to get new members 
anyway. 

f As chairman of the educational work, Mr. Elliott then went into the 
plans for the coming year which will have as a goal the distinct. bettering 
of business practices in the credit field. 

Mr. Roberts then introduced R. J. Kane of the membership commit- 
tee, who declared that he had yet to know any one who had come into 
the Chicago association and had taken advantage of the many things 
offered, or who took an active part in the association’s affairs, who ever 
relinquished his membership, that he knew of no work that brought 
greater personal satisfaction than laboring for new members, because in it 
men exchanged valuable ideas under the stress, he said, of selling the 
product we have to sell, one must post himself and find the new things 
that the association is doing, and for which it stands, and thus, he broadens 
himself and becomes more valuable to the house he represents and to 
himself. H. H. Merrick then followed with some personal impressions 
gathered at the annual convention at Pittsburgh. 

The speaker of the occasion followed, President O’Leary of the 
Chicago Association of Commerce, whose subject was “National Buga- 
boos.” He said that the credit man is engaged in a branch of commercial 
activity which differs from any other branch in that probably it is best 
known, or receives its greatest applause, for the things which it prevents, 
rather than the things it does.. Negative action, he declared, is the 
hardest action to perform consistently, for it does not bring immediate 
applause, and the results therefore must be awaited till the end of the 
business year. 

Mr. O’Leary then treated of the bugaboos of business which, as he said, 
men are beginning to learn to meet with clear thinking and calm judg- 
ment. The way to meet the bugaboos of business and solve them is, first 
of all, by individual thought, and not by the acceptance of a thought as 
merely a slogan or name. Study independently its merits, he said, for 
mob opinion is not safe to rely upon. There must be individual thought, 
individual responsibility, and recognition that each of us is a part of this 
great government to which we owe a duty, and being a part of it, and 
owing a duty to it, we are going to fulfil that duty. Let us first of all, 
recognize individual responsibility, he urged, and then, unite with others 
who are doing individual thinking and recognizing individual responsibility 
so that the best thought of each may be joined and translated into action. 
Having selected the part, he concluded, it is for us to have the courage 
to go through to the end. 


Des Moines. 


A meeting of the Des Moines Credit Men’s Association took place 
September 19. Asan echo of the Pittsburgh convention it launched many 
phases of work to be undertaken during the year. The committee in 
charge, Wm. Maish, chairman, had prepared an exceptionally strong 
program. The following are some of the subjects that were presented and 
discussed: “Convention Impressions and Accomplishments,” “The Ef- 
ficient Credit Man as a Power in Business,” “National Bankruptcy Act 
in Principle and Practice,” “The Unconscious Results,” “Decrease in Fire 
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Waste,” “The Spirit of the Courts,” “Cooperation and Industrial Prepared- 
ness,” “Patriotism in Business,” “Commercial Mortality,” “Suggestions 
from the National Office,” “The Retail Merchants of the Future.” 

Much of inspiration had been brought back from the Pittsburgh con- 
vention, and the announcement that John M. Callander had been reelected 
as director of the National Association, was greeted with hearty applause. 

President Chas. A. Sayre and Secretary E. R. Lucas with their able 
directors and efficient lay-workers were commended on the way all com. 
mittee work for the year had been definitely mapped out. 


Duluth. 


The Duluth Association of Credit Men pulled off a highly successful 
annual outing on August 19, with four hundred people joining in the fun, 
A special train took them to Solon Springs, Wisconsin, about thirty-five 
miles distant. ; 

In the ball game, this year, between the bankers and jobbers, the 
latter won by a margin, as nearly as it could be figured, of 97. The 
suggestion was made that next year they count only four baggers. The 
ball game was followed by a program of sports for which attractive 
prizes had been donated. After an enjoyable repast in the evening, dancing 
and bathing rounded out what the members of the association considered 
the finest outing ever. 


Fond du Lac. 


Almost a year has elapsed since the organization of the Fond du Lac 
Association of Credit Men. During the short time of its existence, much 
real service has been rendered by the association to the manufacturers and 
jobbers of the city. The efficient interchange system of furnishing credit 
information has already been drawn upon heavily for service. 

At a meeting September 6, officers were instructed to organize without 
delay an adjustment and collection bureau department. Members there 
have come to feel that the credit interchange bureau is wellnigh indis- 
pensible to the conduct of business. The meeting was addressed by 
B. C. McQuesten and E. B. Moran, field representatives of the National 
Association of Credit Men. ; 


Huntington. 


The Huntington Association of Credit Men and the merchants of that 
city united in the celebration of their annual fall festival, making it a 
brilliant educational and social affair in the interest of the association. 
Scores of merchants, retailers, jobbers and visitors from the tri-state 
section thronged to the city, for the event had been given wide publicity 
by all the newspapers. 

The speaker at the meeting was Norman H. Johnson, secretary of the 
Southern Dry Goods Association. He discussed business from many 
angles in a forceful, entertaining way, assailed the catalogue houses, declar- 
ing that, outside of a few leading staples, the merchants of that section 
gave better value at lower prices than any catalogue house. 

The reason why there are more failures in retail business as compared 
with any other business, said Mr. Johnson, is lack of system. “Study your 
business, advertise your business, put work and brains in your business and 
you will find a response. The high sign is this: ‘Quality, quantity, mode, 


ee 


service. 


A point well taken was that of J. T. McClintock, who laid stress on the 
fact that “retailers are dependent upon the acumen of a credit department.” 


Indianapolis. 

At the bi-weekly luncheon of the Indianapolis association, held 
September 13th, Dr. Frederic R. Henshaw, dean of the Indianapolis 
Dental College, spoke on credits and discredits. He told of the courses 
which were being added to the professional schools to teach the profes- 


sional man how to handle his credits efficiently. and to conduct his 
business. 





ASSOCIATION NOTES 973 


It was announced that a feature of the year’s program would 
be a bi-weekly Bulletin issued under the direction of Secretary Breunig. 


Minneapolis. 


The opening fall meeting of the Minneapolis Association of Credit 
Men, held September 19, was most enthusiastic with the largest attend- 
ance the association ever enjoyed at its regular monthly gatherings. 
There was a note of expectancy in the air; the reports were received with 
enthusiasm; and the meeting fairly teemed with “pep.” 

Hon. Frank B. Kellogg was introduced as one of the principal speakers 

of the evening. He launched immediately into a business man’s appeal 
to business men on the need of making preparations to retain the com- 
mercial standing of the United States at the close of the European war. 
He laid great stress on the necessity for the business men of our country 
studying world-wide trade conditions if they would maintain the business 
standing of America after the war. Shipping conditions have compelled 
the belligerent nations to trade with the United States, whether they so 
desired or not, he declared, but after the war they will make determined 
efforts (in fact, have already begun their plans) to regain their lost 
restige and commercial standing. Mr. Kellogg was followed by Julius 
chmahl, Secretary of State of Minnesota, who pointed out the great 
wealth of resources held by the Northwest, and especially that part of 
it embraced within the limits of Minnesota. 


Nashville. 


At the regular monthly meeting of the Nashville Credit Men’s Asso- 
ciation, aes 12, addresses on the “Trade Acceptance” were delivered 
by Chas. Reynolds of the Reynolds-Lindheim Cigar Co. and J. L. Mc- 


Whorter. The addresses had been carefully prepared and led the way 
to informal discussion by the members. It was cause for satisfaction that, 
at the conclusion, the association went on record. as heartily endorsing 
the trade acceptance idea, and further, every member was urged to 


encourage its use and if possible put it in operation in his own business. 
It was further decided to publish the addresses in pamphlet form with 
their value as an educational force in mind. 

Another question which received consideration was a recent decision 
of the circuit court concerning appenrs from magistrates’ judgments where 
security is required to be given for the debt and costs. This matter was 


referred to the legislative committee of the association for investigation 
and report. 


New York. 


The executive committee of the New York association has approved 
the recommendation of the educational committee, that there be held 
monthly meetings of the association during the year 1916-17. The plan 
is to hold these meetings at one of the large up-town hotels and have 
them open to all members without consideration. 

The purpose is to have at each meeting one or two prominent mem- 
bers speak on a practieal credit topic. At the conclusion of their talks 
the meetings will be thrown open for general discussion. 

Dinner will not be served, and otherwise the meetings will be so 
conducted as not to interfere with the regular quarterly banquets. 


Pittsburgh. 


Robert P. Simons, of W. W. Lawrence Company, was elected 
president of the Pittsburgh Association of Credit Men at the annual 
meeting held in September. 

Associated with Mr. Simons on the official staff are Geo. J. G. 
Anderson as first vice-president, E. M. Seibert as second vice-president, 
and Cyrus Lewis as treasurer. 

There were elected to the board of directors, to serve for three 
years, James L. O’Neill of Carnegie Steel Co., W. A. Given, Pittsburgh 
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Dry Goods Co.; James E. Porter of Firth-Sterling Steel Co.; T. K. Cree, 
Jr., Alling & Cory Co.; and Richard S. Rauh, Rauh & Rosenthal. 


Dr. Wm. J. Howland, director of the Carnegie Museum and president 
of the Archaeological Society of Pittsburgh, told the credit men of his 
city at their meeting September 21st, that the great business interests 
of Pittsburgh had been handled well in the past twenty years; that 
Pittsburgh is the center of manhood, and has now become one of the 
most beautiful cities in the world, for Pittsburghers do not realize how 
beautiful their city is. Also Pittsburgh is the mother of prosperity of the 
nation, he declared, her great industries being the gauge of the country’s 
prosperity. 

The retiring president, Col. James E. Porter, was the recipient of a 
gold-headed cane, a slight tribute of the affection of the members for 
“Uncle Jim,” as he is known by the rank and file. 


Most interesting and illuminating was the lecture given recently at a 
luncheon of the Pittsburgh Association of Credit Men, by Supt, Lauson 
Stone of the Experimental Station, Bureau of Mines, of the federal govern- 
ment, on the work that his bureau is doing. The lecture was elaborately 
illustrated with views. He showed that although the separate state 
organizations had carried on the work of trying to save the lives of the 
miners, their efforts were more or less ineffectual; but since the Bureau 
of Mines had come into existence, accidents with great losses of life had 
been growing fewer each year though it is to be.said that there is still 
much room for impfovement, as the toll in lives is far greater in this 
country than in any European nations. 

A valuable feature of the work, he continued, is the training of the life- 
saving crews at all mines. The equipment furnished the first aid crews 
has assisted materially the rescue work. Just recently, scores of lives were 
saved by miners because of their training and their equipment, where 
formerly smoke and gases would have kept rescuers out. An instance was 


cited where forty-two men had been walled:in a mine room away from 
the gases. Four days their comrades worked in an atmosphere so laden 
with gases they would have been killed in a few minutes had it not been 
for the government oxygen helmets they wore. The entombed men were 
saved, hungry, but unharmed. 


Portland. 


The Portland Association of Credit Men working with various civic 
organizations planned a unique and full program for the celebration of 
Fire Prevention Day. All the churches had appropriate exercises on the 
Sunday preceding. On Monday, addresses were made to the children 
in various schools, followed by an exhibition drill on the river by the 
city fire boats. Luncheon was served the firemen of the city by the 
Chamber of Commerce, when addresses were made by the governor, state 
fire commissioner and other public officials. In the afternoon in the 
streets, interesting stunts and a big parade to boost fire prevention were 
the feature. The day closed with a lecture at the Chamber of Commerce. 


Savannah. 


At a meeting of the Savannah Credit Men’s Association held Septem- 
ber 20, 1916, it was decided to begin another campaign for the securing 
of new members. H. A. Butterfield was elected chairman of the “Steering 
Committee.” As some members had not been giving prompt information 
concerning slow debtors necessary to make the exchange bureau 100 per 
cent. efficient, the chairman of the committee in charge of the department 


was instructed to stir up such members and urge upon them the importance 
of their cooperation. 
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Seattle. 


The Seattle association held its first meeting of the new season Sep- 
tember 18. Reports.from the various committees were heard, outlining 
plans for the activities for immediate fall work. The reports indicated 
that the committees were going about their work thoughtfully. 

There was an interesting address by O. A. Kjos 7 the Western Dry 
Goods Company, citing his experiences in a three-months’ trip in Alaska. 
He described the great difficulties of transportation in interior Alaska, 
particularly along the Yukon, adding that while credit conditions in this 
great Northwestern country are fundamentally sound, yet the merchants 
as a whole do not cooperate and are selling merchandise at prices not 
commensurate with the cost and difficulty of transporting it to their 
warehouses. 

Mr. Kjos was followed by O. P. Cockerill, formerly of the faculty 


of the University of Washington. His subject was “Fundamentals of 
Commercial Law.” ; 


The Seattle Association of Credit Men, pursuing its work in credit 
extension started last year in connection with Washington State Univer- 
sity, has secured as supervisors for the coming year E. C. Lindberg 
and H. S. Gaunce, the latter a director of the National Association of 
Credit Men. The supervisors will be responsible for instruction during 
the whole course, which will consist of twenty-four lessons. 

Through their efforts, also, the university is to conduct an associated 
course on commercial law, which shall be open to credit men only, and 
these credit men: must have had considerable experience in practical 
credit department work. 

The system pursued in the commercial law course will be the case 
method, a brief statement of the facts involved in every case being given 
to the class, and the main elements in the court decisions brought out. 
The cases are selected to fit the following divisions of commercial law: 


CONTRACTS—tTheir Formation, Interpretation, Operation 
and Discharge. ‘ 

PRINCIPAL AND AGENT—Formation of the Relation, 
Mutual Right and Duties, Rights and Obligations of Third Parties, 
Termination of Agency. 

SALES OF PERSONAL PROPERTY—Formation, Con- 
tract for Sales, Transfer of Title, Performance, Rights of Unpaid 
Seller, Action for Breach of Contract of Sale. 

NEGOTIABLE PAPER—Formation of Negotiable Con- 
tract, Legal Rights and Liabilities, Procedure to Fix Liability, 
Discharge of Paper and Parts Thereon, Bill of Exchange. 

PARTNERSHIPS—General Nature, Firm Name and Prop- 
erty, Mutual Rights and Obligations, Third Persons, Dissolutions. 


In addition there will be several lessons on bailment, public service 
corporations, insurance and real property. 


St. Joseph. 


A large percentage of the membership of the St. Joseph association 
attended the meeting of October 3, and had the advantage of hearing a 
strong address made by Judge J. M. Johnson of the Kansas City Court 
of Appeals, a candidate for Chief Justice of the Missouri Supreme Court. 
His subject was “Preserving the Majesty of the Law.” 


Another speaker was J. S.. Stewart, a member of the Kansas City 
association. 


St. Louis. 


At meeting of the St. Louis association, held September 2ist, G. H. 
Fox, chairman of the adjustment bureau committee, spoke on the bureaus 
service rendered by the St. Louis association. He appealed earnestly 
for each member’s support and explained briefly the manner in which 
the adjustment collection and reporting bureaus were conducted. 
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He showed, from the annual report of the adjustment bureau, 
made by Manager C. D. West, that the dividends paid through bank. 
ruptcy amounted to but a little more than 15 per cent., while the 
dividends paid through amicable adjustments arranged through the 
bureau were over 42 per cent. He also had figures to show that over 
$400,000 worth of merchandise was bought from the members of the 
association who were creditors in the cases handled by Mr. West as 
trustee, as he was in the process of closing up the various estates. 

Mr. West was followed by J. W. Chilton of the credit interchange 
department, who explained the benefits resulting from the location of the 
central reporting bureau at St. Louis. . 

There was also an address by Rev. Edmund Duckworth, whose sub- 
ject was “Personality in Business.” He gave as a definition of “Persop- 
ality” the power or ability to meet the occasion, and declared that each 
man is a separate and distinct combination, that no other living man 
possesses another’s combination, either moral or mental. He declared 
that it is difficult to get men to develop that particular combination 
of powers which they possess, again and again it being found that distinct 
endowment goes to waste because of neglected development. 

{ 


St. Paul. 


The St. Paul Association of Credit Men made memorable their annual 
September outing by a trip up the St. Croix River from Stillwater, and a 
banquet at the Sawyer House on their return. After the meeting was 
called to order by H. E. Engstrom, president of the association, a cordial 
welcome was extended by the mayor, who referred in a happy vein to his 
being a member. He was followed by F. M. Collester, former president, 
who spoke on what a man can accomplish by concentration of effort. 
The national convention and the good that was accomplished was pre- 
sented by John P. Galbraith. Others dealt with subjects pertinent to 
the work of the local association. 


Salt Lake City. 


At the September luncheon of the Utah association there was a dis- 
cussion of the bankruptcy law, H. S. Hughett of the Smith-Faus Drug Co. 
arguing for the retention of the act, and S. R. Jones of the Consolidated 
Wagon & Machine Co. attacking it as obsolete and demanding its repeal. 
The twenty minutes allotted to each speaker was not sufficient to cover 
the ground, for both sides were loaded with facts and figures which it was 
impossible to marshal at one meeting. 

The chairman announced that at the October luncheon Frank B. 
Stephens, of the Utah bar, would talk to the members on the new Rural 
Credit Legislation and the Federal Land Bank Bill, as they affect the 


credit men. 
Spokane. 


The adjustment bureau of the Spokane association in rendering its 
report for the period ending September, lists nineteen estates closed with 
average dividends of 38% per cent., an average reached in spite of two 
estates paying but three per cent. Secretary J. B. Campbell reports 
that the weekly noonday luncheons of the association were maintained 
regularly during the summer months with an excellent attendance. Among 
the talks was one by M. C. McCormack on the subject, “Commercial and 
Crop Conditions”; another by V. Carey on “Pending Legislation.” Sec- 
retary Campbell also gave a talk on “Chattel Mortgages and Liens,” 
which evidently aroused unusual interest. 


Tacoma. 


The first meeting of the Tacoma Association of Credit Men, on Sep- 
tember 20, was given over largely to reports from W. W. Keyes and 
President H. B. Clark, delegates to the Pittsburgh convention. 

A special committee on “Revision of By-Laws” reported favoring a 
change of the date of the annual meeting from January to May. 
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Utica. 


The Utica Association of Credit Men held its annual meeting October 
9 and elected L. G. Ross of the Bowne-Gaus Shoe Company, president, 
succeeding Irving L. Jones, who has served as president three terms. 
C. B. Williams of the Mott Wheel Works, was elected vice-president, and 
G. A. Niles of the Oneida National Bank, treasurer. 

After the presentation of reports, which pointed to enthusiastic com- 
mittee service during the year passed, William W. Orr, assistant secretary 
of the National Association, editor of its publications, spoke on “Some 
Observations from a Desk in the National Office.” 

He told of men he had met who, seemingly, were acquainted with 
the Association’s work and facilities and yet just missed it in not getting 
vital service from their membership. They were men of the tread-mill 
class, who could not apply to the solution of their own problems the ex- 
periences of successful credit men, or had not, perhaps, backbone to apply 
well-established credit principles in their own work. 

Mr. Orr gave illustrations to show how expensive thinking is, as 
proved by the fact that it is thinking men as a class who are the high- 
priced men. He went on to sketch the field of the credit man, showing 
how, in some departments of life, a man may so specialize to the neglect 
of interests outside of his specialty, as to have a most childish view of 
the world outside of his immediate specialty, a tendency ruinous to the 
credit man, for practically everything of human interest has a bearing or 
influence on credit stability. 

Mr. Orr closed with an appeal for the weak debtor, declaring that 
men must be made to realize the fact that the National Association of 
Credit Men does not stand solely for the advantage of the creditor class, 
but quite as much for the advantage of the debtor class. 


Wichita. 


The September meeting of the Wichita association was a “red-letter” 
event. There was an unusually large attendance with members present 
from three adjoining towns. Bulletin and newspaper advertising had called ~ 
wide attention to the meeting, so that members looked forward with 
intense interest to the progrdm that had been announced. 

The headliner was “A Credit Education in Ninety Minutes.” This 
was done through the the medium of a debate between four credit man- 
agers, John B. House and A. J. Errickson presenting the affirmative side; 
while C. H. Ritter and A. I. Powers upheld the negative. The question 
discussed was that of granting credit to the amount of $1,500 to “Success 
Mercantile Co.,” a supposititious concern. Statements of the condition of 
its business and property holdings were sv' itted, together with the report 
from a mercantile agency, a letter from a retired banker endorsing the 
management of the business, and an «a«terchange report from the Asso- 
ciation of Credit Men. The above firm applied to the O. K. Trading Co., 
Wichita wholesalers, from whom they had never bought, for a credit of 
$1,500, terms 3 per cent. in ten days, or 60 days net, giving an order for 
immediate shipment. 


The cash value of merchandise on hand at cost was: 


$28,016.79 

Store furniture and fix- 
tures 

Cash on bank 

Cash on hand 

Accounts collectable .... 

Notes good and collect- 
able ., . « 5,000.00 

Other personal property. 3,000,00 


17,989.42 


Total business assets... .$58,090.21 


Business Liabilities: 


Owe for merchandise not 

due $13,072.51 
Owe for merchandise 

past due 
Owe notes for mdse. .... J 
Owe banks 4,000.00 
Owe relatives and friends 4,000.00 


Total business liabilities .$28,060.17 
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Briefly, the arguments presented by the affirmative side may be 
summed up as follows: The officers are steady, reliable men. The presi- 
dent had failed in another firm, but it was because his partner embezzled 
company funds. The manager is a young man with a good record. He 
increased the business since he entered it a year ago. At his presen: 
rate, he would make the store pay 13 per cent. dividends the coming 
year on a $30,000 capital. The firm has been in business fourteen years 
without ever having been sued or its accounts placed in the hands of a 
receiver. 

Negative arguments were to the effect that the president failed because 
he did not attend to business, and it might happen again. The stock of 
the Success Co. is too heavy for its capital. Too much money is on the 
books. Expenses are too heavy, and turn-over too small. The manager 
is extravagant in his personal habits. Much of the company’s stock is 
in an unsalable condition. They are overstocked. A number of their 
accounts are uncollectable. The insurance is not sufficient. The real 
estate is given in the statement in one place as $19,000, in another as 
$20,000, eons carelessness on the part of the management. The busi- 
ness is insured for $7,000 and mortgaged for $8,000. Three houses refused 
the firm credit. Past due indebtedness has increased. 

On the merits of the argument, the judges found for the negative. 


Members of the Association having communications 
from Wm. F. Bullock or Wm. Bullock, Denton, Md., are 
asked to get in touch with the National office. 


Members of the Association who have had commu- 
nications from, or dealings with, B. Dahlen are requested 
to get in touch with the National office. He was formerly 
doing business as the Hotel Supply & Provision Company 
at Clarksburg, West Virginia. 


Members of the Association who have had commuv- 
nications with J. W. Oliver & Company, formerly of 


Chicago, Illinois, and Havana, Cuba, are asked to inform 
the National office. 


Two members of the Association, one in New York 
and one in New Jersey, give information regarding a 
party doing business as E. A. Baker & Co. at Syracuse, 
New York. Both of these houses made shipments in 
June to this concern, one on terms of ten days, but upon 
a petition from the party based on plausible excuses, an 
extension of time was granted to August 1, af, which 
time a check was given which came back protested 
“no funds.” It is now reported that Baker closed 
his place and cannot be located. It is said that 
reached him after leaving Syrcuse, first at Rome, 
York, then at general delivery, Nashville, Tennessee, 
after that all trace was lost. Members of the 
tion who are interested in this case should notify 
Nationa! office. 
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MEMBERSHIP — 


NEW MEMBERS 


Members Reported Since June Convention 
Atlanta, Ga. 











Commission Merchants,..Imperial Produce Co. ............+++- C. G. Smith 

HROUONEES: <5. acs veces socOtis Elevator Ca. :....:.-s--ccccccoce . Haracek 

Groceries 2.00.5. .0cccee Simpson Grocery Co. mee GBs oes . L. Graves 

Pickles and Vinegar.....Dawson Bros. Mfg. Co. ............-- L. J. Dawson 
Auburn, N. Y. 

Bains: S56 esi whic se cone “Siete GE coc cssedevocsesests G. W.. Benham 








Baltimore, Md. 












































































GOES ost Figo teccan ont pg Ee re eee ee J. F. Cole 
Commission Merchants...National Commission Co. .........:.- T. W. Burke 

CUD cece nisdk ine caneds BE CM EM SS gecsasecvercadses G. E. Heller 
Implements ........00. Emerson Brantingham Impleme:t Co., 

NS (So oe oc an a kcsb cs cacen W. C. Fisher 
Middy Blouses ........ eMNONE BEEN QM ew odesecdaevecdeasa E. T. Peppler 
Millinery ......... Hyman, Meyer & Hyman ............ Sol. Hyman 
PREIOR 0 vintiviccct Se ee ee Kurt Magnes 
Seeds and Feed . ..Blamberg Bros., Inc. .J. B. Pymer 
Sheet Metal ...... . - Philipp-Kell Co., Inc. .. Geo. Philipp 
Shirt Waists ...... .»Samuel Kresser ....... A.’ Boddoc 
SEONG ik cen ci esace -+A. Roth Shoe Mfg. Co. . Louis A, Roth 
SHE eiannn ses cdee Be en ee ee ers eee J. J. Quinn 
Transportation ....... . Baltimore & Ohio INET sno ohapcvde W. V. Shipley 
Batavia, N. Y. 
Boxes (Paper) ......... Dy. Wes RE GS nbc kesesaguaccevies E. N. Rowell 





Boise, Idaho. 
Paints, Oils and Glass...W. P. Fuller & Co., Portland, Ore....J. F. Daneke 











Boston, Mass. 


Automobile Accessories..Post & Lester Co. 























































































































Spans whe de auesvents H. J. Bryan 
BORMONS ie 82 ow v.00 cont sas Boston Morris Plan Co, ............. E, M. Folger 
Drapgiste”:Stacdries «.2...3,: Bis eee CO ro coc tieties cs ccecices N. C. Smith 
HS. ninco ewace ge Gen N. i = Co., Portland, Me........ 
NG@GRWORE 4 o's.0. 09s ceciissc eh CA esa bw banene camitaeae A. B. Taylor 
PrEReNO neNnegen 6 mazes “Machine om pein Ray We eiesdnaats a J. Scotland 
SHE aw Kode catnaes Pene dams Shoe , Inc., Lynn, Mass.. 
Buffalo, N. Y. 

Forgin oceans Moabinie DM Modentisncis coeds J. P. Dunn 
— os eee dabeseves Be CRS no <a vpnient). bdr 80.0640 Maurice Segal 
Hosiery sie arem Hosiery Co. ........--.. I. Rubenstein 
Hosiery and Underwear.L. Michaels, EOD 40 <Pivieectcedancee’ Wm. Michaels 
Lammry. occcurae chenese Mohn & Hunter Co. .......20.-000e5 A. A Walker 
Toans and Investments.. Morris Plan Co. of Buffalo........... H. Wheeler 
Plumbing .........++-- MEM. Silene cranhverceonsssdeees Robert C, Bott 
Plumbing and Steam- 

fitting ....-se+seeeee omens BE G6 SEs ee vce ten ccs geese W. Schaefer 
Transmissions ........++ Covert Gear Co., Inc., Lockport, N. Y. E E. Mosher 

Chicago, Ill. 

Automobile Supplies ....London Auto Supply Co. ............. F. A. Tooley 
takers’ Supplies ...... oCimgaten: @ COs wwicess iver cvevesens G. M. Chapman 
Rall Bearings ........+- pause Ball Bearing Co. ..........--+. A. C. Haines 
Rati: % J sina seaheacnouee chery Trust & Sav. Bank........... W. M. Heymann 
Barkers (Investment).. Dittiee, Bi OO. i. iicak Ke nedd 00% 5 D. G. Bartlett 
Cigmta Ns soaeds Saeeeecas Randall Landfield Co. pias wie ee os wacdietone C. T. Randall 
Decorators ..<..ee.seee cy RO CO 5 o Bien gt voinin v's Hakny Oe C. Glasser 
aw Gocds (Men’ s) Washington TE ME (ip i 00:3 so Se wae C. S. Teeter 
Furniture ......se00 Metz a PE EMI. «hin. 0's-< 97h . Levine 
Lighting Systems ..... “= entche ay Ma tat Na vaio 630s wees O. E. Hesse 
Machinery .......+- - ++. Mannirg, ive & Moore ......... R. R. Cuthbertson 
Manufacturers’ Agents..Weil, Hill & OO ves Soniaie abs Sie-ane aad o M. J. Hill 
Perfumeries .......++. Toh n Blocki & Son, Inc, .............. ohn Blocki 
SonQl:: een duawadessas J. Johnson Soap Co.......:.......L. C. Proesch 
Trade Association ..... ""e hicago Society of Art Needlework....E. C. Sale 








V areR: vii cicent dese .Clark H. Bennett 





Cee eee eee ee eee eee 
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Cincinnati, .O. 


Ge BE RO © . dokec cc's tebe crlhes F. W. Balz 
SE SOU; cout reenepactcosi Leo. Schottenfels 
-J. Baum Safe & Lock Co. G. M. Bacon 


welry 
Ladies’ and Children’s 
Dresses 
Merc. Agency : Martindale By Agency 
Rubber Footwear «United States Rubber Co. ............ J. M. Norton 


Cleveland, O. 


Roby Coal Co. . A, Foerstner 
-Donmeyer Gardner Co. m. B. Mathews 


Columbus, O. 


Cigars and Tobacco Hoofstetter Bros. R. & Hoofstetter 
Foundry Chase Foundry & Mfg. Co. ........... J. C. McMillen 
FOUN, 60s050005060009 Sin EE ED. nos 0 0'9.0u. 50-90: 0.6 0-6 S. H. Block 


Corning, N. Y. 
.«»Corning Glass Works 


Cortland, N. Y. 
Groceries -F. H. Cobb Co, 


Dayton, O. 
Lighting Systems -Domestic Engineering Co. R. D. Funkhouser 


Denver, Colo. 
Electrical Supplies ......General Electric Co. .....:......0.0. C. O. Watson 


Detroit, Mich. 


Adjustments -Christe-Oppenheim Co. A. R. Campbell 
Banking paler ank of Commerce flex. Wal 
Department Store L. Hudson Co. or Hiestand 
Furs ‘John W. Merckel & Co.’ A. Montgomery 
Individual ‘ Locke, care Detroit Clearing 

‘House Association 
Real Estate «Jay Jatovsky 


Evansville, Ind. 


-Evansville Morris Plan Co, 
Bank 

Mercantile Trust & Sav. Bank 

«Evansville Brewing Association 

-Faultless Caster Co. .......ee2-eeeeee B. H. Noelting 

oONOT GE GOSS d ie. cc ccc cece {5 H. Robesaberger 
Clothing I I I en a e wee R. Barfield 
Electrical Supplies Varney Electrical Supply Co. M, W. Swift 
Flour SN SE TL «ons 0's be oben come J. L. Knauss 
Fruits and Produce .....National Produce Co. ................ A. W. Fuchs 
Insurance ‘Intermediate Life Assurance Co....... J. F. Baker 
Mill and Factory SuppliesLaib Co. . A. Hoffman 
Tools (Edge) - Evansville Tool Works ...........++. J. M. Stricker 


Ft. Wayne, Ind. 


Banking -Old National Bank Frank H, Cutshall 
Cigars and Tobacco .....Wayne Tobacco Co. D. F. Waterfield 


Green Bay, Wis. 
-John Mugfur & Son, one Mich. W, J. Blamey 
Groceries os visicw dees ood ag 2 Slonaet & Sons Co., Marshfield, 
Wis - Blodgett 


Groceries 
Ice Cream and Dairy 
Products sAsctic Tce Cream Cos i iitsic. cdacite H. K. Timm 


Houston, Tex. 
.First National Bank F, E. Russell 
sRieby. Lanber’ Co, (ois. ct sisets cee vee J. T. McCarthy 
' Indianapolis, Ind. 


Audits and Systems......Baker-Vawter Co. G. C. Burkert 





MEMBERSHIP 
Jacksonville, Fla. 


Contractor 3 Labarre 
Dry Goods & McCormick, care Levy 
Hardware Baind Hardware Co., Gaieritic Fla..W. B. Taylor 
Individual Wm. Julian Arnette, care Fidelity 
Mutual Life Ins, Co. 


Kansas City, Mo. 
Confectionery -O. L. Arens 
Groceries Green Bros. Grocer Co. . W. 
Mercantile Agency ......United Agency . E. Comstock 


Lehigh Valley Assn. 


Boilers and Tanks ......Allentown Boiler Works Chas. Collum 
Explosives -Penn. Trojan Pore Co. R. W. Lentz 
Machinery and Tools....Wm. H. Taylor & C. S. Beckwith 
Paints Allentown Mfg. Co. E. F. Horn 
Portland Cement ... a Portland Cement Co. , Nazareth, 


Sheet Metal Work 


Steel 


. Worman, Tr. 
ersh 


W. F, Hartman 


Lexington, Ky. 
Hay Grain and Seeds....Roszell Bros. C. T. Roszell 


Louisville, Ky. 
Groceries P. N. Curl Sons Gro. Co., New Al- 


WN SN na cs ebna Vemsseee ties toe G. 
Railway Supplies Louis. Car Wheel & Ry. Supply Co N, 
S Pout Gate Oso soe Sect c ss sacecte> Paul H. Creel 


Manitowoc, Wis. 
Aluminum Goods ......./ Aluminum Specialty Co. ...........4. A. J. Kempfert 


Marion, Ind. 
Automobile Engines ....Rutenber Motor Co. ............0e055 S. R. Chenoweth, Tr. 


Menasha, Wis. 
Paper Boxes (Folding)..Menasha Carton Co. .......-....0+8- G. S. Gaylord 


Milwaukee, Wis. 


Bank of Sheboygan Sheboy, n, Wis.. Adolph Pfister 
Boots and Shoes Jung Shoe Co ones Otto Jung 
Boots and Shoes one Shoe Co., Sheboy; -~ Wis i ce a4 J. Hessler 
Coal eiss Coal Co., Sheboygan, Wis.... Albert Leicht 
Cotton Batting -Jogeoriie Batting Mills, Janesville, 


Dairy Products . Sialemeun Dairy Products Co., She- 

boygan, Wis . G. Daunea 
Enameled Ware Volirath Co., Seshevens, WG. kweeesss F. S. Morris 
Enamelers - Porcelain Enameling Ass’n. of Amer., 

Sheboygan ey 
Groceries Mueller-Wild_C i J. Wi 
Plumbers’ Supplies Kohler Co., Kohler, NOES: dnfcticocdcoss O. A. Kroos 
Refrigerators and Furn, 

Specialties 5 oy Mfg. Co., Sheboygan, Wis.O. H. Clark 

Shoes and Slippers ..... Excelsior Shoe & Slipper Co., Cedar- 


burg, Wis, C. R. Schlaefer 
Steel Ranges - Jun - Stove & Range Co., 


is. H. Barth 
Gorton RO sc Cte is ctthen ch doe tc0.c0c0s Miss Nellie M. Griffith 
Trunks and Bags Secor Trunk Co., Racine, ue -C, C, Kristerins 
Woodenware “Riel Mester Ware Co., Kiel, Wis.. -H. C. Mesch 
- Worsted Mills Badger Worsted Mills, Grafton, Wis... A. W. Roebkin 
Wrappers .....cees ss «| ae Wrapper Co., Sheboygan, 


Minneapolis, Minn. 

Artificial Limbs Jepson : Bros. 
MADks: ty vest see rit ees -American State Bank 
Ranks Bankers Trust & Sav. Bank : 
Confectionery Be eee - Miss S. P. Harris 
Flour’ Mill —s Milling Co., “Medina, N. D.. 
Hats o Hat Co. A, 
Merchandise (General). x “Goldbe s ENV EVE es dseeee A. Goldberg 
Motor Cars Northern Motor Car Co, F. E, Hole 
Printing senees Printing Co. Chas. H. Jensen 

atent Vulcanite Roofing Co H. B. Rowell 


COL RS DELETE ORTHO NAHE ET A RATT SLR NT var 
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New Orleans, La. 
















Ametioneer 2.00 ccecccces IN sccccccecrcccscesersccee 

Auctioneers .......+. ~- eee Ss. Till DUEED, I's. «scatupin os tile Git a bis - 2 Till 
BR nuk ies cweeecenn New Orleans Chair Co. ...... ‘ E H. Connart 
NE See National eee Co., Inc. .. ° .. Edmond Benson 
Department Store....... preute ©  ogudebee 600k wekeene Leopold Krauss 
BREE coves cvesccené Chas. em: ies enta natch s% 66006 

Groceries and Confec- 


tiomery ..cccccccccccs 






PROP OCP Ree eee eee eee eee eee eee eee 


Paints, Oils and Glass...R. D. Pitard Hdw. Co., Inc 
TEE ccsasenapeseaceed Southern Paper Co., a. ---D. Wollrette 
Real Estate ......csccee RS ee sp he = Gugel 
Rice ...cccccccecscccces Ralph Goldsmith Co. ..........-..-0- J. M. Jenny 
Sugar, Molasses and RiceM, Cognenheim ............eeeeeseee 















New York, N. Y. 






Art Goods and Fancy 


















































Limen8 2... ccccccccces Bentley-Franklin Co. .......s.e.eeee. W. H. R. Langridge 
Automobile Accessories.. Nathan Novelty Mfg. Co, ............ Wm. Fisher 
Cloaks and Suits ....... Oe errr Herman Meister, Jr, 
es err re Adelman & Weilburg ..............2. Louis Adelman 
Catton Ge0Gs .cccccevcss UNS Ee TE "kina. b bac cogs ceceveces H. or Seltzer 
Cotton Goods ........... Columbia Textile Co. .............+.- H. M. Byrne 
Ce SOGOU bocskcacece H, Herman, Sternbach & Co.......... A, EB Bornstedt 
Cotton Goods ........... Kent Mfg. (SE Pyle gt se, ghee: Wm. Kossmann 
Cotton Goods(Converters) Sol. Cohen & Co. .......c.ceeeeceeees Sioeel Cohen 
Dresses and Costumes. . > idles RON, BM 6% cncnsy o4ncens Wm. F. Seiler 
Dry Goods Commission..M. Salmowitz CALS do cineataengunaden S. H. Nadler 
Fancy Goods, Toilet — 

and Holiday Goods....S. Langsdorf & Co. ............-00- L. W. Levy 
Fancy Goods and NotionsHerman Baumgart .............+se+- 

Fountain Pens ......... EE Eee eee 7c Corrk an 
Hardware and Tools..... Biddle Purchasing ROR. 66 cured wal . Schille 
Hardware and Tools..... Wiebusch & Hilger, Ltd. ............. H. Ward 
Hosiery and Underware..Emery-Beers Co., Inc. .........-.++- E "A. Jones 
Importers and Commis- 

sion Merchants ...... Deer Oe OEY. cSUSSS TNE oc ccccccs Meyners 
Iron and Steel ........ .D. Cooney & Co. .....ciccoccccens Andres B. Murray 
SOO GRE TN cocccccce VU. S: GE ES SOD, a co cdceccecee T. J. Digan 
Lead and Metal Pipes...Crane Co., Brooklyn, N. Y, «......... Louis Campbell 
Machinery (Ice) and Oil 

BOGIES Ss be ci ccdvdede De La Vergne Mach. Co. ............ Louis Baron 
Narrow Fabrics and Rib- 

ee rere rr ee Wm. mone LS ee ort on A. V. Bensen, Jr. 
POOR ocvcckbbtecivied “Ticonderoga Pulp & Paper Co......... Cc. E. Bush 
PUNO. canvccsgcce sence Wing OD 65 doc Sclcdiees debedsieee foba Beashope 
Portland Cement ....... Dexter Portland Cement Co.......... W. Hilles 
PUES” 2 00b00bh 000 soe -Commercial Printing Co. ............. Ben Alswanger 
Publishers. ..i08 5 .vcces As, Boe CEES EOS « 0 beds « gbS$% 4 00 G. Hennessey 
ee WT Oe eee oanees Ribbon Co., Inc. ........... Harry W. Goodman 
Rubber (Crude) ........ Edw, Maurer Co., Inc. ............-. T.. A. Maguire 
Smist Waletercicissececas BE Sa SOD, 55 so OSs ch WORENLT ES oe 
RNB \ ones danced bbu0 Eowell nee Wo... Tae, oo. id siete ts S. S. Powell 
PED ov cbc ewewsdcctcys ED GEE OS lots octicd cebuiee Wm. J. Smith 
SD Sos coescaseniews she OR rs ts ilaceasecehhos M. Goldberg 
Typewriters ........... ‘Rovat Typewriter Co. ..........2e00- Wm. P. Watts 
Waists and Dresses. . - Monarch aist & Dress Co. .......... L. H. Weil 
Women’s and Children’ s 

PREC = Fs 2ws c0s'ce'n ce - Best & oe A a ae ee ee eee Oe Geo. Waterford 
ne re ee are i H. Ward 





Newark. N. J. 


Accountants (Public).. vo Byrnes OEE hi. 2d « bitdone'd’ copsions Thomas W. Byrnes 
Photo Engraving ....... New Jersey papers a ile se ctohenea th H. Hagen 









Newton, Ia. 
Agricultural Implements.The Maytag Co. ............. seeeeeeT. A, Moler 









Northern Montana Assn. 


Creamery ....+.+++ aa om 
ST Gallatin ‘Valley Mili “toons 4 5 Fier 


Oils .....ccvcdvsese ooMutual. Ol} Ca.) csesscciccccesccvess .J. E. Hult 
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Oshkosh, Wis. 


, I Hollister, Amos & Co. ...........00.- C. W. Hollister 
Machinery : Dauber-Kratsch Co. W. H. Kratsch 


Produce and Commission]. G. Reuter & Co. 


eae Pa. 

Business School Peirce Schoo Thos. May Peirce, 
Chemicals Philadelphia ‘Ohba ONE io 0 din oo 4:40 Thos. W. "Elkinton 7” 
Diamond State Fibre Co. , Bridge- 

p Porte BOs bdo oo dallas Cup meatebiys <i J. A. Ranck 
Food Products 2. :5p- eueeee: Caomperve Ce, - 4< <ccec ives Geo. ne Phipps 
Tin Plate and Metals.. :) American Sheet & Tin Plate Co H. “ae 
Vulcanized Fibre American Vulcanized Fibre Co Geo B. Miller 


Pittsburgh, Pa. 


Boxes (ieiting Paper).. Gi me PETE TES Ns vce Secs R. H. FitzGerald 
Dry Good Pittsburgh Gente Os \o. Uiwdvsee R. T. Graham 
Groceries East ee holesale Gro. Co W., G. Giltenboth 
Loose Leaf Devices...... Kalamazoo Loose Leaf Binder Co E. W. Curry 
Printing Keystone Printing Co. of Pittsburgh...R. Shawalter 
Packers and Packing 

House Products ...... Sulzberger & Sons Co. of America....C, A. Cremin 
Safety First Appliances. patel red a . W.. Dinker 
Shirts Geo. H. Deidric . G. Deidrick 


Pueblo, Colo. 


Baking Powder re Mfg. .  paguhbedtee side ks coors Mr. Crane 
Commission Commission Co 
Groceries 

F, Spoorbader 


St. Louis, Mo. 


Dress Goods Dress Goods Commission Co. ......... Michael Hesse 
Filing Devices Shaw-Walker Co. C. H. Berry 
Furniture ....cecccccere C. J. Kostuba Furn. Co. C. J. Clement 
Printing H. S. Collins Prtg. Co. . Moore 


St. Paul, Minn. 


‘ee Bank Martin Ernst - 
Bonds and Investments. agraw 
Butter and Eggs .....-+- FR SE ere .F. J. Mumm 
Cigars and Tobacco..... Madoro Cigar & Tobacco Co., Eau 

Claire, is. ; 
Coal icteacaiivetcwdisocas Northern Coal + TIGHT CO ec ce cc cece. Sy 
Confectionery Hauck Cand: to ie ‘ 
Creamery Eau — reamery Co., Eau Claire, 
V. E. Serrine 
Electrical Supplies uip Co. . E. Carlson 
GrocerieS oc cscccccqeces Minnesota ee! 2 Stillwater, Minn. H. C. Hellweg 
Manufacturers’ Agents..R. H. Merriam & C - Merriam 
Rubber Boots and Shoes.La Crosse Rubber Mills Co., La 

Crosse, Wi 


Salamanca, N. Y. 
Furniture Bterligg Futian. Coe”... diiccccd 0. says W. O. Fredrikson 


San Francisco, Cal. 


Auto Accessories Chanslor & Lyon Co., Oakland, Cal....V. H. Wilson 
Auto Accessories Goodyear Tire & Rubber Co. . S. Willaman 
Auto Accessories McCoy Motor Sup. Co, . M. McDonald 
Auto Accessories .....-- McGraw Tire & arner 
Auto Accessories Weinstock-Nichols Co. V. Aaron 
Brokers Hathaway, Smith, Folds & Co. ........ John D. Howard 
Brokers (Insurance) Ug ‘Es —— Insurance Bruker C. T. Hughes 
Chemicals Gol hn n Co. J. A. Bernhard 


a 

Furniture Morris S$ iegelman 
Furniture H. E iedri H, B. Friedeiche 
Furniture . Co, F. A. Smith 
Furniture Wm. Co. F. A. Carrick 
Groceries gs . M. Johns 
Groceries F ' \. . - M..Neely 
Groceries .....eceeeeeee Sherry Bros., I H. gherry 
Groceries Sussman, Wormser & Co. ...........- A. 
Hardware . Austin Bros., Stockton, Cal. .......... F, ebb eck 
Hardware and Plumbing 

Supplies o* Jas. ER ON J. C. Weber 
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Leather and ‘Shoe Find- 
| Fear -++--Dolliver & Bro. S. W._ Burtchaell 
i General Mchy. & Sup. Co Geo. Olds Orr 
Indian Refining Co. .-+.Chas. Birchler 
peeesennses ten ley ob - Co., Sacramento, Cal..D. H. Miller 
A. Soap Co. F. B. Warner 


Somerville, N. J. 
Pipes and Fittings Somerville Iron Works Wm. J. Kirby 


Springfield, O. 
Individual Don. R. Sidle, Sec’y., Springfield 
Commercial Club 


Sturgis, Mich. 
SOE eee MEM, > Kone sews osu oneevere T. S. Wait 


Syracuse, N. Y. 


Auburn Trust Co., Auburn, N. H. R. Keeler 
Cayuge, County Nat. Bank, Auburn, 


»: Tie SaMtOmcAGO de Case no acaneenedss G. E. Snyder 
Thomas Kreuzer, care Will & Baumer 


Warrensburg, Pa. 
Clothing (Workingmen’s) Vitt Mayes Mfg, Co. ........ Sikiebun sie H. R. Garrison 


Washington, D. C. 


k Home Savings Bank H. Moran 
Flour, Feed and Grain...H. P. Pillsbury 
Hardware Rudolph & West Co. . E. Potter 


Wichita, Kan. 
Bonding and Insurance..Cook & Cook ......... eT TO 
Building and Loans .. ual Bldg. & Loan Ass’n 
Electrical Supplies Cowie Elec. Co : 
i Capper Rngravieg Co. Ci. ie 
Gott & Austin Mfg. Co., Winfield, Kan. H. P. Gott 
A. S. Kininmonth & Co., Winfield, 
E. M. Hartley 


Kan. 
ee DS ee eee C. Phillip 
Carey Salt Co., Hutchinson, Kan H. J. Carey 
Wilmington, Del. 


Explosives Hereulen Boviber Ose .c<c'ecccvciicesccs E. S. Moore 


Winston-Salem, N. C. 
Tobacco and Snuff -Brown & Williamson Tob. Co 


Youngstown, O. 
Flour and Sugar ........Ozersky Bros. Baking Co 


MISSING] 


The parties whose names appear in this list are reported missing. Any 
information regarding their whereabouts should be sent to the National 


office. 

Aderhold, R. D., contractor, formerly at Allendale, S. C. 

Baker, E. A., & Co., formerly at Snow Bldg., Syracuse, N. Y. 

Benoist, Tom, formerly proprietor of the Benoist Air Craft Co., 6620 
Delmar Ave. St. Louis, Mo., later at 314 St. Louis Ave., Chicago, IIl. 

Big Six Coal Co., formerly of Waverly, Mo. 

Bocher, Wm., formerly in the drug business at Vincennes, Ind., later 
moved to Bedford, then to Minneapolis, Minn. 

Brandt, R., formerly at 23 Beaver St., New York City, export manager for 
leather of all description. 

Dannoio, Paul, formerly a grocer at 269 Seneca St., Buffalo, N. Y. 

Dryer, H. E., formerly of Adelphi, Iowa. 

Frer Meredith Coal Co., Waverly, Mo. 

Fristoe, R. A. (decorator), formerly of St. Petersburg and Tampa, Fla. 
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Hamilton, T. G., formerly a barber and a lawyer, and was justice of the 
peace at Brackettville, Tex., believe he is now in San Antonio, Tex. 

Hansen, Rudolph, in the meat business under the firm name of Hansen 
& Jensen, at Charles City, Iowa. 1 

Hart, Guy, formerly at Hugo, Okla., manager for the Pioneer Telephone & 
Telegraph Company. 

Henderson, A., formerly proprietor of The Leader, Newport, Ark., also 
at Kirby, Ark. 

Hibbard, R. F., formerly at 1241 Webb Rd., Cleveland, O. 

Hirsch, H. E., formerly at 1133 Liberty St. Franklin, Pa. Operated a 
retail meat market. Thought to be in Toledo, O 

Jensen, Fred, in the meat business under the firm name of Hansen & 
Jensen, at Charles City, Lowa. 

Johns, David, formerly of Wellsville, Mo., in the coal business. 

Krueger, A., engaged in the retail stove business at 360 Market St., 
Kenosha, Wis., thought to be at either Detroit, Mich., or Portage, Wis. 

Logeman, F. C., ew of Jackson, Mich. 

Monroe, W. M., formerly of Orlando, Fla., and Cincinnati, O. Had a 
grocery store. 

Myers, Chas. F., conducted Lima Garage Co., at Lima, O. 

Noshay, Meyer, Retail Shoes, 4416 Lancaster Ave., Philadelphia, Pa. 

Price, Wm. I., formerly of Bremen, O. 

Peterson, Geo. W., formerly a grocer at Bradford, Pa. 

Sarkeys, S. J., formerly handled gasoline lighting systems at Enid, Okla. 

Stein Bros., formerly in the dry goods business at Red Bank, N. J. 

.Stein, Morris, formerly of Sag Harbor, N. Y., now thought to be in New 
York City. 

Strong, C. F., formerly connected with the Strong Electric Co., of Des 

oines, Ila., now thought to be in New York City. 

Sutton, G. E., formerly proprietor of Cleveland Washer Co., located at 
376 Rockefeller Bldg., and 1839 East 20th St., Cleveland, O. 

Van Norman, A. R., formerly of 144 State St., Grand Rapids, Mich. 

Ward, S. I., formerly in the grocery business at Northville, Mich. 


Workman, Robert, & Co., formerly of Birmingham, Ala., later operating 
at Fairfield, Ala. 


| WANTS | 


Address all communications to applicants in this column care of the 
National Association of Credit Men, 41 Park Row, New York, N. Y. 


WANTED: COLLECTION MANAGER, by a manufacturing concern 
located in New York State, which sells the men’s furnishing trade 
throughout the United States. A man to take charge of collections. 


Give experience, references and salary expected. Address ADVER- 
TISEMENT No. 77 


CREDIT MAN AND OFFICE MANAGER, of more than twenty years’ 
experience in the wholesale millinery and allied manufacturing lines, 
desires to make a change. Am now connected with corporation in 
Chicago in charge of office, handling extensive business in the middle 
west. Have executive ability, capable of taking hold of selling force. 
Advertising or credit and collection department. Would like oppor- 

tunity where broad experience and hard work will count. Credentials 

of a high order and full information furnished on request or at 
interview. American, age 38, married. Address ADVERTISEMENT 


No. 67. 

CREDIT MANAGER, with large wholesale house desires to make change 
in view of retirement from business of present owners. Have had 
fifteen years’ experience handling large volume of business. Inter- 


view solicited with progressive concerns. Address ADVERTISE- 
MENT No. 68. 


CREDIT MAN OR SALES MANAGER. Young married man seeks 
opportunity. Energetic, experienced and able. Highest references as 
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to character and qualifications. Present employers retiring from 
business. Address ADVERTISEMENT No. 69. 


MANAGER OF CREDITS AND COLLECTION, with ten years’ ex- 
perience as representative of well-known corporation desires change 
due to health. Change of climate must be secured and work will be 
agreeable in practically any city. Am twenty-eight years of age, 
single. Am willing to begin with salary of $1,500. Have been em- 
ployed with present corporation since entering business field. Can 
give highest references. Address ADVERTISEMENT No. 70. 

I DESIRE A POSITION AS CREDIT GR COLLECTION MANAGER 
for a responsible and progressive concern where merit is the standard 
of advancement. For several years I was actively engaged in the 
practice of law and since-giving up this profession I have had con- 
siderable experience in credits, collections, bookkeeping and the 
management of office work. Before entering the practice of law I 
completed a high school and college course. At present I have a 
position as credit manager and cashier. My reasons for making a 
change are warranted. I am thirty-two years of age, married, and 
possess all the necessary qualifications to fill the position I am seek- 
ing, in an efficient and prudent manner. If necessary, I could act as 
house attorney. References will be furnished Been request. I have 
no preference as to location. Address ADVERTISEMENT No. 71. 

CREDIT AND COLLECTION MANAGER, with sixteen years’ ex- 
perience in credit work, at present employed, would like opportunity 
offering larger responsibilities and advancement along credit lines; 
prefer concern handling groceries, meats, baker —— general food 
products. Can show quick results. Age 35, American, married, 
unquestionable references. Address ADVERTISEMENT No. 72. 

COLLECTION SPECIALIST, now with collection agency. Five years 
credit and collection man for large national corporation. American. 
Age 29. Address ADVERTISEMENT No. 13. 

CREDIT AND COLLECTION MANAGER. .Young man, 32, married, 
would like to connect with wholesale house, Baltimore preferred. 
Have had wide experience in credits and collections in that territory 
and thoroughly familiar with trade conditions. Member National 
Association of Credit Men, can furnish best of references as to ability 
and character. Address ADVERTISEMENT No. 73. 

OFFICE MANAGER—CREDIT MAN—ACCOUNTANT—AUDITOR. 
Age 38. Married. Twenty years’ business training in insurance, 
banking, accounting and manufacturing lines. Holding resposible 
executive positions of credit man, office manager, chief accountant, 
auditor and assistant treasurer. Highest references both as to char- 
acter and ability. Salary desired, $4,000-$5,000 per annum. Address 
ADVERTISEMENT No. 74. 

CREDIT MAN, SUPERVISING ACCOUNTANT, OFFICE MAN- 
AGER and general financial man with banking and insurance expcri- 
ence. Capable executive. Now with importing embroidery and cotton 
goods house, doing business in United States and Canada, retiring 
from the United States on account of war conditions, seeks new con- 
nection. This is an opportunity for a house of the better kind to 
secure the services of a gentleman eee exceptional qualifica- 
tions. Salary $3,000. Address ADVERTISE ENT No. 75. 

CREDIT MAN AND OFFICE MANAGER. 34 years old. Eleven years’ 
experience as credit man and office manager with representative 
jobbing and manufacturing concerns. Very wide range of experi- 
ence as accountant and systematizer. Excellent education. Now 
open for proposition. Address ADVERTISEMENT No. 76. 


Organization of Committees 1916-1917 


ADJUSTMENT BUREAU, Peyton B, Be- man, Crocker Grocery Co., Wilkes 
thel, chairman, Falls City Clothing Co., Barre, Pa.; Edward Drake, Vice-Chair- 
Louisville, Ky.; Wm. P. Brenner, Vice- man, J. K. Gill Co.. Portland, Ore.; 


Chairman, Brenner Candy Co., Green A. J. Murray, Vice-Chairman, McClel- 
Bay, Wis.; D. H, Crocker, Vice-Chair- hind Weed Ce, Decatur, III. 
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ADJUSTMENT BUREAU MANAGERS, Eel Brass Co., Grand Rapids, Mich.; 
J. P. Galbraith, Chairman Northwestern 7.8, Bartlette, Vice-Chairman, Wil- 
obbers’ Sredit i area Cy St. tou Minn. = Richarea & Co., Ltd, New 


BANKING AN Orte: E. Chapin, Vice-Chair- 


Chairman Detroit Steel *Broducts Co., ee Wenniks house rg & atte. Co., 
Demet, Mich. ; W. Du Vice- - New York, 


ew York; oley, 
-hairman, Seiad National Cin. ee Howard —— Mfg. 
cinnati, Ohio; Edwin Hobby, Vice- Worcester, Mass.; E. G. Lindbere, 
ae o net Vie. Vice Chairmen, Frye & Co., Seattle, 
ississippi Valley rust Co., CREDIT INESECHARGE BUREAUS, 
St. irman, Mi ray Warren we L. Sawyer, Chairman, F. Mayer Boot 7" 
ates Reserve Bank, View Shoe Co., » Milwaukee, Wis; J. W. Chil- 
neapolis, Minn. ar on, Vice- irman redit t 
Chairman First National Bank, B rom, 3 St. a "Mo; A. ae dell, 1, 
ice-Chairman, rum eo 
BUSINESS LI LITERATURE, Charles Ro Springtild Tii.; ne 


Samuel Mayer, Vice- 
lap, Cheinmen, National Sup poly. Co., irman, Isaac Faller’s Sous & Co., 
Fal o Ose Isham, Vice- 


hair- Cincinnati, Ohio; M. L. Orear, Vice- 
man, Harl Davidson Motor Co., Mil- Chairmen Credit Interchan e Bureau, 
weulee, Lawyer, Vice- Kansas City, Mo.; E. Pilsbury Vice- 
Chairman, F. “3. Rickendet & & Co., Oma- Chairman, Credin vetbichedas  ueae, 

ha, Neb.; J. G. Shapiro, Vice-Chairman, New Orleans, La.; Lawrence Whittey, 


Shapiro & Shapiro, Derigepe Conn.: Chiegrman, Schoenbrun & Co., 
Woes oodmansee ee Neen 


Chicago, Ill. 
& Co., Mem phis, Tenn. EXEMPTION LAWS, H. T. - 
dite MEETINGS, Zi ioe te 


Sargent, Gray & Dudle Hardware Co. 
Chairman, Sargent & Co New Haven, Nashville, Tenn.; W Tw W. Fegan, Vice- 
Conn.; S. Burch, “Vice-Chairman, Chairman, Gust Eorke N. 5: Jacob 
Brand Shoe Co. Roanoke, V ;_ Fr a Vice-Chairman, Savannah, Jeet : 
Diekmann, Vice-Chairman, Globe-Bosse- F. Johnson, Vice-Chairman, Boise 
vous Furniture Co., Evansville, Ind.; City National Bank, B Boise, Idaho; A 


Dowling, Vice-Chairman, Stand- W. Pollard, Vice-Chairman, W. 
ard pry Portsmouth, Ohio; H Cleveland & Sons, Houston, Texas. 
Ottis, Vice-Chairman, Bemis-Hoo = FIRE INSURANCE, L. Y. Yangston, Chair- 


Hays Co., Oshkosh, Wis.; C. J. Pellot, man, The Maxfield Co., Oklah City, 
Vice-Chairman, Morley Bros. e9 Saginaw, Okla.; Charles H. Bear, Vice-Chair. 


Mich. ,GHB F b> 
COMMERCIAL ARBITRATION, Morris oa ios | atreeoy Ge, ‘Alien 
1, Ch ppirmen, National Bank = Xom- man, Feucette Gr Grocery Co., Bristol, Va.- 
— ncoln, » ; Rk. W. 
Vic a WW. Couch Go” ‘enn Roberts, Vice-Chairman, 


WwW * 3 
chburg, Va.; W. B. Howe, Vice- Richsnond, Va; ; & . omg s ——y — 


airman Burtinates Free Press, Bur- airman Tacoms Gas C on 
lington, A A, Wie pet, — Wash. 5 Charles B. Stevens, Vice-Chair 
ai 
Lo pes ey Foe Tw Pittenger, an orace B. Stevens, El Paso, 


Vice-Chairman, National Newark Bank- FOREIGN CREDITS, H. Boette, Hon- 


ewark, New J ; 
COMMERCIAL ETHICS, Youn A. Field, Cary chairman, iinger ott comme 
irman Noyes Thomas & Co., Char- Chai ’ , 
load W. Va Pp. J ‘Alacnied,. Uiee- irman, U. S. Steel Products Co., 
Ch on, W. Flat Flat To J,, ales Co.. B Blue- New York, New York; H. W. Angevine, 
Ww Ven ’D. Elliot, Viee-Chair- Coe Near Ney fer Roller. het 
; ’ ersey; hipee, 
2a SAL B WBE Covet Vie Chatin,CieagoKensia Hoe 
ak o., Kenosha, Wis 
ea Hollin n,, eee INVESTIGATION. AND a o. 
*9, reas Brown Snyder, airman, irst 
Chairman, E. L. iariin Co,, Lexington, National Bank, Philadelphia, Pa a Wil 
lar a Vice airman, ellington, 
creb¥t COOPERATION, RP. Simons Sears & Co., New York, New York. 
Pittsburgh, Pa; WwW. G Allen, Vice. LEGISLATIVE, H, R. Elbert, Chairman, 
rairaae Tampa Drug Tampa, Waples-Platter Grocery Co., Fort 
Bees 3 oi J. Bergman, ee airman, Worth, Texas. 
& Seymour, Inc., Solvay, N. Y.; MEMBERSHIP, Tt. D. Meek, Chairman, 
i Ww. Harlan, Yico-Cantzman Armour Indianapolis, Electric Supply Co., In- 
ertilizer Co., Atlanta, Ga.; Erb Krei- dianapolis, Ind.; W. G. Anglim, Vice- 
der, Vice Chairman, Townley Metal Co., Chairman, Whaley & An lim, St. Paul, 
Kansas City, J. H. Newbauer, Minn.; F. M. ‘ouch, ice-Chairman, 
Vice-Chairman, J. or. Newbauer & Co. Blake, Moffitt & Towne, Los Angeles, 
San Francisco, Ca Cal.; C. F. Hood, Vice-Chairman, F. 
CREDIT DEPARTMENT METHODS, C. A. Hood _& Co, Chattanooga, ‘Tenn.; 
F. Hoerr, cpirnen Home Bank & rt B. McCausland, _ Vice-Chairman. 
Trust Co., Chi 1.; G. I. Church, Ross Bros., Wichita, Kansas; Edward 
Vice-Chairman, ~s & Sharpe Mfg. P. Tuttle, ‘Vice-Chairman, Atlas Shoe 
Co., Providence, R. 1.; Bert Evens, Co., Boston, Mass. 
Vice-Chairman, Morris ,crecery, : Ce MERCANTILE AGENCIES E. F. Pillow, 
Clarksburg, Ww. Va.; orter, Chairman, Lincoln National Bank, 
Vice-Chairman Tyler ery Co., Rochester, eee York; Dorsey, 
Bireiastan., la.; A. E. Stevenson, Vereen, — aper Co., Quin- 
Vice-Chairman, Beatrice Creamery Co., oy Til. ; J. May, Vice-Chairman, 
Des Moines, Iowa; R, W. Touzeau, 2 May Hardware Co. Washington, 
Vv ico-eirman, Lakewood Engineering D. C.; H. C. Reed, ice-Chairman, 
Co., Clev: Ohio. Corser Cigar Co., Sioux City, Iowa; A. 
CREDIT EDUCATION, “AND MANAGE- Solie, Vice-Chairman, Union Match 
MEN Hammond, Chairman, a Duluth, Minn.: Charles Speck, 
Sizer Tome Co., Buffalo, ‘New York: Vice- Chairman, Herschel Mfg. Co., 
Carlton Austin, Vice- Chairman, Grand Peoria, Ill : 


















































































































































































































































































































































ALABAMA, Birmin ham—Merchants’ and 


Manufacturers’ — of Birming- 
ham. President, R. A. Porters ler 
Gro. Co.; Secretary, J. A. Coker, Bir- 
mingham Paper Co.; Assistant Secre- 
tary, R, H. Es leston, Chamber of 
Commerce Bl nager J. T. Slat- 
of ‘Commerce 


ten, 612-614 
Bidg. 


ALABAMA, aioe ery — Montgomery 
° 


Association redit Men. President, 
I. H. De Wees, Ballard ae Fe Boligrd 
Secretary, Ernest Meyer, olf 


Shoe Co.; Assistant 
Holloway, Bell Bidg. 


ALABAS Selma—Selma Association of 

Ae Moe President, W. S. Monk, 

— National Bank; Secretary, J. S. 
Carothers, Selma Hdw. Co. 


RKANSAS, Fort_Smith—Fort Smith As- 
“ sociation of Credit Men. President, 
Murphy, W. J. Murphy, Sad- 

dle: : Secretary, ry, J John Laws, Atkinson, 


Williams Hdw 


ARKANSAS, Little Rock—Little Rock Ar 
sociation of Credit Men. President, 
Sam T. Fes, Beal-McDonnell Co.; Sec 
comes, SS . H. Schmidt, 625 So. Trust 
Bidg 


CALIFORNIA, Los Angeles—Los Angeles 
ee ay Men’s Association. President, 
K. Care, cpteby Packin ng | Co.; Secre- 

n 


ecretary, Levy Ww ™. 


_ , Ww. C. Mushet, 512 ion ‘League 
Bl g. 

CALIFORNIA, San Diego Ths Credit 
Association of San D > Froncant, 
Frank ay Russ aed & Mill C 
Secreta: rl ‘ loff, 607.8 


Spreckles "Theatre Bldg. 


CALIFORNIA, San Francisco—San Fran- 
cisco Credit Men’s Association, Presi- 
dent, Robt. H, Gay, American Can 
Co.; Secretary, Char es T. Hughes, 433 
California St. 


COLES EDO. Denver — Denver Credit 
Men’s Association. President, Jas. A. 


McSwigan, The <caseant Mill & Ele- 
vator Co.; Secretary, Sockets, 
The Donaldson Petit "Co.; .; Assistant 
Secretary, David F, Lowe, 503 Conti- 
nental Bidg. 

COLORADO, Pueblo—Pueblo Association 
of Credit Men. President, S. W. 


sey, Pressey Fruit Co.; “Secretary A. 
Fagerstrom, fivge ‘Paper ;' As- 


acon Sec 1 Tayicg’ 410 
Central Block. 
CONNECTICUT, Beldgepest < _ Brida rt 
tion of Cr dent, 
Guy P. meet. Bridgeport i Co.; 
goreteey, 1. Bridgeport 


CONNECTICUT, Hastiosd—Tlarsiord As- 
sociation of Credit Men. President, 
W. H. Rourke, E. Tucker's a Co.; 
Secretary, C. de L. Alton, J. B. Wil- 
liams Co., Glastonbury, Conn. 
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Directory of Officers of the Affiliated Branches of the 
National Association of Credit Men 
(Arranged Alphabetically by States) 









CONNECTICUT, New Haven—New Haven 
Association of Credit Men. President, 
a Gergent, Sargent & Co.; Secre 
targ, Joka bm Demarest, The * Wilson 


DISTRICT OF COLUMBIA, Washington 
rh ~ jation of Credit 
en 


gton 
President, Arthur May, The 
. P. May Hdw. Co.; ecretary, R. 
Preston Shealey, Colorado Bldg. 
FLORIDA, Jacksonville — Jacksonville 
eam Men’s Association. President, 
D. Holmes, Baker & Holmes Co.; 
Pettyjohn, Covington 


FLORIDA, Tampa—Tampa Association of 
Credit Men. President, Frank Bentley, 
The Bentley-Gray Dry Goods Co.; Sec- 
retary, T. S. Marshall, Citizen’s "Bank 

g. 


GEORGIA, Atlanta—Atlanta Association of 
Credit’ Men. President, rter, 
Dougherty- Little-Redwine Co.; ; _Secre- 
tary, H. T. Moore, Chamber of Com- 
merce Bidg. 


CRORGEA, panee—As sta Apnnsiation 

s Cred oS -. c President, "A . : 

erry, Merry i) ecretary, R. H. 
Daniel, Stovall-Pace Co, - 


GEORGIA, Savannah — Savannah Credit 

Men’s Association. President, Oscar 

S. Kulman, American Specialty & Im- 

rt Co.; Secreta , Girard M. Cohen, 
avannah Credit Men’s Association. 


IDAHO, Boise—Boise Association + Credit 
Men, Ltd. President, John L. Hol- 
lingshead, Oakes & Co.; Secretary, D. 

2 A. Disks, 216-218 Boise City Natl. 

n 


ILLINOIS, Chica 


cago praciotion 
of Credit Men. 


President, Rob- 


erts, Chicago White Lead & Oil Co.; 
Secretary . R. Dickerson, 10 So. 
La Salle St. 


ILLINOIS, Decatur—Decatur Association 
<. Credit Men. President, A. J. Mur- 
McClelland-Ward Co.; Secretary, 

T. %. Casley, American Hominy Co. 


ILLINOIS, Peoria—Peoria a of 
Credit ‘Men. President, A. J. Tapping, 
Barker & Wheeler; Secretary, A. 
Kellogg, C. E. Wheelock & Co, 


ILLINOIS, Quincys Quincy Association of 


Credit prone, A. T. Hig- 
gins, Meyer-Reigard-Higgins Mfg. Co.; 
retary, ae Rothgeb, Quincy Con- 


fectionery Co. 


ILLINOIS, rin a eld Asso- 
ciation Spring fis wer ing het, 
George E. = Farmers’ National 


Bank; Secretary, George E. Lee, Jage- 
man-Bode Co. 





DIRECTORIES 


INDISMA, Evansville—Evansville Associa- 
tion of Credit Men, President, Nestor 
Brentano, pouthers Stove Works; 
Secretary, Ht Sparrenberger, Par- 
sons & Scoville 7 


INDIANA, Indianapolis—Indiana 
sociation of Credit Men. resident, 
ohn a Meek, Indianapolis Electric 
upply Co.; Secretary, Le Roy 
Breunig, National Surety Company. 


lis As- 


INDIANA, South Bend—South Bend As- 
sociation of Credit Men. President, 
A. E. Peltz, Jacobson pe. Peltz & 

Rp aceery, R. P Lang, South 

r 


Bend Wholesale Grocery Co. 


IOWA, Cedar Rapids—Cedar Rapids Asse 
ciation of Credit Men. cena, J. 
D. Nicoll, Warfield-Pratt-Howell Co.; 


Secretary, J Lenihan, 504 Mullin 
Bldg. 


10w4, cDamrepee-Tewenee rt Association 
of en. President, George W. 
Noth, Davenport Bag & Paper Co.; 
7 —- Isaac Petersberger, 222 Lane 


IOWA, Des Moines—Des Moines Credit 
ao Association. President, Oue 
Sayre, Des Moines —e 4 Iron 
Works, Secretary, Ernest Lucas, 
Schmitt & Henry Mf fg, Co. 


lows, Sioux lg City Association 
of Credit Men. President R. B. Com- 
stock, Tolerton & Warfield Co.; Secre- 
tary, W. F. Teter, 315 Trimble Bldg. 


IOWA, Waterloo—Waterloo Association of 
redit Men. President, George W. 
a my Cutler Hdw. Co.; .;3, Secretary, 
eck, Waterloo Chemical Works, 


KANSAS, Wichita—Wichita Association of 
Credit Men. President, Harry D. 
menses Massey Iron Co.; Secretary, 

Powers, C Cudahy Packing Co.; 
pO Secretary, M. E. Garrison, 
1009 Beacon Bldg. 


KENTUCKY, Lexington—Lexington oe 
Men’s Association. President, J. 
vale, Ven, ren Hardware a : 
Secreta L. Williamson, 1312-15 


Fayette sional Bank B 


en’s Association President, 
Mitchell, Peaglee-Gaubert Co.; 


. Ainslie, U. 
= 


KENTUCKY, Paducah—Paducah Associa- 
tion of Credit Men. President, . M. 
Walton, Covington Bros. & Co.; re- 
tary, Frederick Speck, Paducah Tron Co. 


ou New Orleans—New —_ 
edit Men’s Association. 
W. P. Si C. T, Patterson Co. 
Ltd.; Secretary, T. to Wil- 
liams, Richardson & Ltd. 


MARYLAND, So a Asso- 
ciation of Credit Men. President, C. 
Walter Carnan, Baltimore 


Bargain 
Fouts) Secretary, S. D. Buck, 100 Hop- 
kins 


MASSACHUSETTS, Boston — Boston 
sree ans Association, President, 
Hamphrey, Brown Durrell Co.; 
erbert A. Whiting, 77 Sum- 


KENTUCKY, Louisville—Louisville Gredit 


Secre- 
. & Trust Co. 


Secreiary, 
mer S$ 
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MASSACHUSETTS, _ Sprin 
field Credit Men’s Association. esi- 
dent, O. E. Doty, Third National Bank; 
secretary, L. E. Herrick, Victor Sport- 


eld—Spring- 


ing s Co 


MASSACHUSETTS, Worcester—Worces- 
ter Association of Credit Men. Presi- 
dent, Henry H. Knapp, we? = Park Bldg.; 
Secreta Horatio Richardson, 


Eastern sridge & Structural Co. 


MICHIGAN, Detroit—Detroit Association 
of Credit Men. President, O. A. 
Montgome Larned, Carter & Co.; 
Sectetary, zank R. Hamburger, 1032 
Dime Bank Bldg. 


MieAe Grand Rapids—Grand Rapids 
Cre - Men’s Association. President, 
So Rindge, Rind Fal BES 

Co., Ltd.; Secretary, Walter H. Broo 
537 Michigan Trust Bidg . 


MICHIGAN, Gagiege =. Comin inaw-Bay Say 
Association Crodie President, 
H. H. Bartling, Bay City | Grocery Co.; 
Secretary, Frank Day a 315 
Bearinger Bldg. 


MINNESOTA, Duluth—Duluth Association 
of Credit Men. Puiath Se erior.) 
greiiens Mark Baldwin 


0.; Secretary, W. * 


ussell by, 
Manhattan Bldg. rby, 


MINNESOTA,. Minneapolis — Minneapolis 
iation of Credit Men. 7 ent, 

F. B, Atwood Sermns ante 0.; Sec- 
retary, . Hawkins, McClellan 
Paper Co 


MInEESOTS, St. Paul—St. 
ciation of Credit Men. 
Be Engstrom 
one m. 

ber Co. 


Paul Asso- 
nS H. 
Sommers 

Peal 


Fritz, st 
MISSOURI, Kansas City—Kansas City As 
sociation of Credit Men. President, 
- L. McClure, Maxwell-McClure-Fitts 


G. Co.; Secretary pa Orear, 
as -8 New England Bidg. 


Miseeet, St. Joseph—St. Joceph Credit 
s Association. Base ent, m. 
sen. John S. 


So Hoos i A ye Wyeth 
Hdw. & Mfg. Co. peewee 


MISSOURI, St. Louis—St. Louis Associa- 
tion of Credit Men. President, W. J. 
peeene im Wits, aves, | S85 

ecretary, 33 Boatmen’s 
Bank Bldg. 6H 


MONTANA, Billings — president, Credit 
Men’s Association. President, Leslie 
R. Miller, Russell-Miller Millin Co. ; 
ia H. C. Stringham, Electric 


MORTATA, Bats — Butte Association of 
Credit Men. President, A. J. Kneivel, 
Butte Potato & Produce Co.; Secre- 
ary, R A. Kunkel, Daly Bank & 
Assistant "Secretary, R. E. 

Civaeon, ios Telephone Bldg. 


MONTANA, Great Falls—Northern Mon- 
tana Association of Credit Men. Presi- 
dent, C. E. i. J. ah Heisey Gro. Co.; 
Secretary, J ; aherty, 7 Great Falls 
Paper Co. 

































































































































































































































































































































































990 





NEBRASKA, Lincoln — Lincoln 


CREDIT MEN’S BULLETIN 


Credit OHIO, Dayton—Dayton 












Association 


of 


en’s Association, President, E. W. Credit Men. Presid Geo. i 
Nelson aoe & Guenzel Co.; Secre- The Kinnard Mfe. Co.: Soop 
tary, H. T. olsom, Union Coal Co. Q. A. Johnson, Jr., U. B. Bldg. : 

NEBRASKA, Omaha—The Omaha Associa. OHIO, Toledo—Toledo A iati 
ation of Credit Men. President, B. A. Credit Men. President Charles R 
Wilcox, Omaha Natl. Bank; Secretary, Clapp, National Suppl Co.; Secretary 
A. B. Palmer, Omaha Crockery Co. Fred. A, Brown, 1040 Nicholas Bldg. ~’ 
NEW JERSEY, Newark—Newark Asso- OHIO, Youngstown—Y t Associa- 
Cistlee ah Coed Man” Wenclaent, tion of Credit Men. President, M. I 


Arthur B. Underwood, Riley-Klotz Co.; 
+7 a Chas. E. Daniel, 802 Wiss 


NEW YORK, pie Association 
of Credit Men. President, Reuel C. B. 
Adams, National Commercial Bank; Sec- 
retary, John Eberle, Hoy & Company. 


NEW YORK, Buffalo—Buffalo Association 
of Credit Men. President, T. W. 
Hammond, Sizer Forge Co.; Secretary, 
Bis” R. Bridgman, 1001 Mutual Life 


NEW YORK, New York—New York 
Credit Men’s Association. President, 
W. F. H. Koelsch, Bank of the 

United States; Secretary, A. H. Alex- 

ander, 320 Broadway. 


NEW YORK, Rochester—Rochester Asso- 
ciation of Credit Men. _ President, 
Frederick W. Reidenbach, Coates, Ben- 
nett & Reidenbach; Secretary, Edward 
Weter, Yawman & Erbe Mfg. Co. 


NEW YORK, S pingte~-Sgrnense Associa- 
tion of Credit Men. resident, R. B. 
Roantree, Benedict Mfg. Co.; 


Secre- 
tary, H. B. Buell, Vinney Bldg. 


NEW YORK, Utica—Utica Association of 
Credit Men. Senna L. G. Ross, 
Bowne-Gaus Shoe Co.; Secretary, John 
G. Duffy, Utica Chamber of Commerce. 


NORTH CAROLINA, Wilmington—Wil- 
mington Association of Credit Men. 
President, A. M. Hall, Hall & Pear- 
sall, Inc.; Secretary, Cyrus D. Hogue, 
Bureau of Credits. 


NORTH DAKOTA, Fargo—Fargo Associa- 
tion of Credit Men. President, W. W. 
Smith, North Dakota Harness €o.; Sec- 
retary, H. L. Loomis, N. W. Mutual 
Savings & Loan Assn. 


NORTH DAKOTA, Grand Forks—Grand 
Forks Association of Credit Men. 
President, C. O, Hagen, Grand Forks 
Mercantile Co.; Secretary, S. H. Booth, 
Congress Candy Co. 


OHIO, Cincinnati—Cincinnati Association 
of Credit Men. President, J. Mc- 
Clain, Jos. R. Peebles Sons Co.; Sec- 
wae . L. Richey, 631-2 Union Trust 

zg. 


OHIO, Cleveland—Cleveland Association 
of Credit Men. President, William 
Tonks, First National Bank; Secretary, 
D. W. Cauley, 326 Engineers Bidg. 


OHIO, Columbus—Columbus Credit Men’s 
Association. President, C. W. Ham- 
mond, Avery-Loeb Elec. Co.; Secretary, 
Benson G. Watson, 411-420 The New 
First National Bank Bldg. 


Arms, 2d, The Republic Rubber Co.; 
Becreary, W. C. McKain, 1106-7 Ma- 
honing National Bank Bldg. 


. OKLAHOMA, Oklahoma City—Oklahoma 


City Association of Credit Men. Presi. 
dent, L. M. Farnum, Ridenour, Baker 
Merc. Co.; Secretary, E. C. Smith, 1217 
Colcord Bldg. 


OREGON, Portland—Portland Association 
of Credit Men. President, B. M. Deni- 
son, Albers Bros. Milling Co.; Secre- 
tary, P. L. Bishop, Lang & Co. 


PENNSYLVANIA, Allentown—Lehigh Val- 
ley Association of Credit Men. Presi- 
dent, Arjay Davies, The H. G. Tom- 
bler Grocery Co., Easton; Secretary, 
E. V. Ryan, 402 Hunsicker Bldg. 


PENNSYLVANIA, New Castle—New Cas- 
tle Association of Credit Men. Presi- 
dent, John Offutt, New Castle 
Notion Co.; Secretary, Roy M. Jami- 
son, 509 Greer Block. 


PENNSYLVANIA, Philadelphia—Philadel- 
phia Association of Credit Men. Presi- 
dent, George Masters, Masters & Hoff- 
man; Secretary, David A. Longacre, 
Room 8o1, 1011 Chestnut St. 


PENNSYLVANIA, _Pittsburgh—Pittsburgh 
Association of Credit Men. President, 
Robert P. Simons, W._W. wrence 
Ss Secretary, A. C. Ellis, Renshaw 

g. 


PENNSYLVANIA, Wilkes-Barre—Wilkes- 
Barre Association of Credit Men. Pres- 
ident, J. Frank Hart, Hart, Lee Co.; 
secretary, Geo. H. ‘McDonnell, 1222 
Miners Bank Bldg. 

RHODE ISLAND, Providence—Providence 
Association of Credit Men. President, 
George W. Gardiner, Union Trust Co.; 
SetrneeT, F, A. Cushing, 16 Hamilton 
t. 


SOUTH CAROLINA, Columbia—Columbia 
Association of Credit Men. President, 
E. N. Joyner, Southern States Supply 
Co.; Secretary, R. W. Holcomb, Cham- 
ber of Commerce. 


SOUTH CAROLINA, Greenville—Green- 
ville Association of Credit Men. Presi- 


dent, D. C. Durham, Gilreath & Dur- 
ham Co.; Secretary,. Albert S. John- 
stone, Chamber of Commerce. 


SOUTH DAKOTA, Sioux Falls—Sioux 
Falls Association of Credit Men. Pres- 


ident, A. R, Fellows, Brown Drug Co.; 
Secretary, Harry Pomeroy, Sioux Falls 
Paper Co, 

TENNESSEE, Chattanooga—Chattanooga 
Association of Credit Men. President, 
Geo. . Wallace, Betterton-Wa!lace 
Shoe Co.,; Secretary, Long- 


gley, Chattanooga eelbarrow Co. 





DIRECTORIES 


TENMESSES, Johnson Ci Jehacon City 
Association of Credit President, 
Be Wolfe, Satal. Mill Co.; Sec- 
—y Nat. . Taylor, Summers-Par- 
rot dw. Co. 


TENNESSEE, Knoxville—Knoxville Asso- 
ciation of Credit Men. President, W. 
Honham, C. M. McClung & Co.; 
Secretary, W. A. roat, derson- 
Dulin-Varnell Co. 


TENNESSEE, Memphis—Memphis fn 
cae of Credit Men. Bs among 
Mangum, Pi omas ren 
Bs : Secretary, Ooar HL. Cleveland, 
Business Men’s Club Bldg. 


TENMESSES. Nashville—Nashville Gos 

Association. .President, H. 
vet “Gra & Dudley Hdw. = Secs. 
reta Chas. H arwick, 1222 Stahl- 
man 


TEXAS, Austin—Austin Association of 
Credit Men, President, A. J. Eilers, 
McKean-Eilers Co.; Secretary, ) 
Bewley, P. O. Box 1075. 


TEXAS, Dallas—Dallas Association of 

Credit Men. President, C. E. Bur- 
bridge, John Deere Plow Co.; Secre- 
tary, 5. S, Covert, Sherwin-Williams 
Paint Co. 


TEXAS, El Paso— El Paso Association of 
Credit Men. President, Claiborne 
Adams, El Paso Grain and Milling Co.; 
Secretary, S. esas 307 City 
National Bank B 


TEXAS, Fort Worth—Fort Worth Associa- 
tion of Credit Men. President, Fred 
ara Nash. Hdw. Co.; Secretary, 

Geo. Q. McGown, McGown, Murphy & 
McGown. 


TEXAS, Houston—Houston Association of 
Credit Men, President, Fred Autrey, 
Desel-Boettcher Co.; Secretary, F. 
Masquelette, 1117 Union Nat. Bldg. 


TEXAS, San Antonio—San Antonio Asso- 
ciation of Credit Men. President, 
George T. Allensworth, Allensworth- 
Carnahan Co.; Secretary, Arthur 
Storms, Fiqaete Flour Mills; Mana- 
ger, Henry A. Hirshberg, Chamber of 
Commerce. 


UTAH, Salt Lake City—Utah Association 
of ‘Credit Men. President, Arthur Par- 
sons, 82 Quince St.; Assistant Secre- 
tary, Walter Wright, P. O. Box 886. 


VERMONT, | Burlington—Vermont Aan 
claties ‘of Credit Men. President, F. 
Kimball, Spalding & Kimball ; Sec- 
coat H. S. Howard, Howard’s In- 
surance Agency. 


VIRGINIA-TENNESSEE, eee 
Association of Credit President, 
—s. King Bros. Shoe Co.; 
Secretary, J. oe Simpkiss, Bristol Ice 

0. 


a amines ts aos Gredit 
Men ssociation. resident, 
Caskie, Wan Bros. & Co.; eR 
Harry H. Brown, Craddock-Terry Co. 


VIRGINIA, Norfolk—Norfolk-Tidewater 
Association of Credit Men. President, 
H. G. Barbee, Harris Woodson, Bar- 
bee Co.; Secreta C. L. Whichard, 
Whichard Bros. Co.; Assistant Secre- 
tary, Shelton N, Woodard, 1210 Na- 
tional Bank of Commerce Bldg. 
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VEGETA, Richmond—Richmond Credit 
Men’s Association. President, C. S. 
Fensom, Watkins-Cottrell Co.; Secre- 
tary, Jo Lane Stern, 905 Travelers’ 
Insurance Bldg. 


ve Roanoke—Roanoke Association 

redit Men. President, G. G. Moore, 

Nelson Hw; Co.; Secretary, B. A. 
Marks, W. C. Jones & Co. 


WASHINGTON, Seattle—Seattle Associa- 
tion of Credit’ Men. President, H. F. 
Potter, oo Co.; Secretary, Ths - vie 
Wright, H. J. Heinz Co. 


WASHINGTON, Spokane—Spokane Mer- 
chants’ Association, President, R. O. 
McClintoc! McClintock k-Trun Co.; 
Secretary, J. B. Campbell, Old ational 
Fok Eide. ; . Assistant Secretary, James 


WASHINGTON, Tacoma—Tacoma Associ- 
ation of Credit Men. President, H. B. 
Clark, oe Stevens & Co.; Secre- 
tary, R. D. Simpson, Tacoma Bldg, 


WEST VIRGINIA, Bluefield-Graham— 
Bluefield-Graham’ Credit Men’s Associ- 
ation. President, George Phillips, 
Wright Milling Co.; ; Secretary, P 
Alexander _— Top Gro. Co., Bl ue-" 
field, W. é 

WEST VIRGINIA, Charleston—Charleston 
Association of ‘Credit Men. President, 

Ruffner, Ruffner Bros.; Secre- 
tary, Okey Johnson, Abney-Barnes Co. 


WEST VIRGINIA, Clarksburg—Central 
West Virginia Association of Credit 
Men. President, W. T. Wallis, Hor- 
nor-Gaylord Co.; Secreta sary. Be Bide ‘Evans, 
410 Union National Ban 


WEST VIRGINIA, Penge Sent 
ton Association’ of Credit Men. Presi- 
dent, Robert L. Aint, First National 
Bank; Secretary, H: S. Ivie, Hunting- 
ton Wholesale Grocery Co. 


WEST VIRGINIA, Parkersburg—Parkers- 
burg-Marietta Association of Credit 
Men. President, T. Graham, Gra- 
ham-Bumgarner Co.; Secretary, H. W. 
Russell, Rectory Bldg. 


WEST VIRGINIA dit Men President 
- Association of Cred es 
C. McGregor 


r Co.; 
Secretary, John eM Schellnece ie 8, 
Market Auditorium. 


WISCONSIN, Fond du Lac—Fond du Lac 
iation of Credit Men. President, 

E. B. Hutchins, Boex-Holman Co.; 
Secretary, A. P. Baker, 91-93 South 
Main St. 


WISCONSIN, Green Bay — Wholesale 
Credit Men’s Association of Green Bay. 
President, Wm. P.. Brenner. 

Candy Co.; Secretary, J 
So. ashington St. 


WISCONSIN, Milwaukee—Milwaukee As- 
sociation of Credit Men. President, 
pm G. Smith, The Frank G. Smith 


;. Secretary, H. M. Battin, 610 Ger- 
danke ldg. : 


WISCONSIN 
tion of 


Brenner 
V. Rorer, 129 


Oabhock--Otshosk Associa- 
redit Men. President, = 


Thompson, Paragon —— = Suppl 
Secretary, Chas’ D ws Necone 
ment Sq. 
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CREDIT MEN’S BULLETIN 


Directory of Adjustment Bureaus Conducted by 
Local Credit Men’s Association 


Communications Should Be Addressed to the Parties Named 


Below, with Title Indicated. 


California, Los Angeles, F. C. Dz Lano, Mgr., Higgins Bldg. 
California, San Diego, Cart O. RETSLoFF, Mgr., 607-608 Spreckles’ Bldg. 
California, San Francisco, C. T. Hucues, Mgr., 521 Insurance Exchange Bldg. 
Colorado, Pueblo, F. L. Tayror, Mgr., 410 Central Block. 
Connecticut, New Haven, Adjustment Committee, Clarence W. Bronson, 129 Church St. 
District of Columbia, Washington, R. Preston SHearey, Mgr., Colorado Bldg. 
Florida, Jacksonville, H. Lyte, Mgr., 506 Dyal-Upchurch Bldg. 
Florida, Tampa, T. S. MarsHatt, Citizens’ Bank Bldg. 
Georgia, Atlanta, : C. PatrErson Megr., 304 Chamber of Commerce Bldg. 
Georgia, Augusta, H M. Otxtver, Mgr. -» 6 Campbell Bldg. 
Georgia, Savannah, Grrarp M. ‘Conen, Secy., Savannah Salvage & Adjustment Bureau, 
ermania Bank Bldg. 
Idaho, Boise, D. J. A..Dirxs, Mgr., ge 5 Idaho Bldg. 
Illinois, Chicago, M. C, RASMUSSEN, gr., 10 S. La Salle Street. 
Illinois, Decatur, C. A. McM1tien, 409 Milliken Bldg. 
Indiana, Indianapolis, W. E. Batcu, Mgr., 7th Floor News Bldg. 
Iowa, Cedar Rapids, J. J. LENIHAN, Mgr., Luberger & Lenihan. 
lowa, Daven oor. Isaac Petrerspercer, Mgr., 222 Lane Bldg. 
Iowa, Des Moines, A. W. Brett, Mgr. -» 708 Youngman Bldg. 
Iawa, Sioux City, F parse Batkema, 601 Trimble Bldg. 
sas, Wichita, M. E. Garrison, Mgr., 1009 Beacon Bldg. 
Kentucky, Lexington, C. L, WILLIAMSON, Mgr., McClelland Bldg. 
Kentucky, Louisville, Cuas. Fitzceratp, Mgr., 45 U. S. Trust Co. Bldg. 
Louisiana, New Orleans, E. Pittssury, Supt., 608 Canal, Louisiana Bank Bldg. 
Maryland, Baltimore, S. D. Buck, Mgr. -» 100 "Hopkins Place, 
Seoaeeena, Boston, H. A. Wuittne, Secy., 77 Summer Street. 
Michigan, Grand Rapids, Watter H. Brooks, 537 Michigan Trust Bldg. 
Michigan, Saginaw-Bay City, Franx Day SitH, Secy., 315 Bearinger Bldg., Saginaw. 
Minnesota, Duluth, a Mgr., 624 Manhattan Bldg. 
Minnesota, Minneapolis, J . P. GatsrairtH, Mgr., 241 Endicott Bldg., St. Paul. 
Minnesota, St. — or P. GatsraitH, Mgr., 241 Endicott Bldg. 
Missouri, ‘Kansas City, M. L. Ongar, Mgr. oa 406-7-8-9 New England Bldg. 
Missouri, St. Louis, J. W. aoe 324 Boatmen’s Bank Bldg. 
Montana, Butte, C. ALsop, Trustee, Indiana Telephone Bldg. 
Nebraska, Lincoln and Omaha, Joun Durr; M: » 412 Karbach Block, Omaha. 
New Jersey, Newark, aes. E. Daniet, Mgr., 02 Wiss Bld dg. 
ork, Buffalo, ‘Ww. B GRANDISON, Mgr., toor Mutual Life Bldg. 
New York Central New York Credit an Adjustment Bureau, Inc., H. B. Bue, Mgr., 
cuse. 
Qhio, Cincinnati, re L. Ricuey, Secy., 631 Union Trust Bldg. 
Ohio, Cleveland, ER, Commissioner, . #6 Engineers 
mg Columbus, B. G Watson, Mgr., 411 The New Fit Nation Bank Bldg. 
Ohio, - edo, Frep & aeen *Mgr., 1040 Nicholas B : 
Ohio. cuamstowa, 7 McKarn, Mgr., 1106 Mabe National Bank Bldg. 
Obichon klahoma City, Evcene Mritier, Mgr., 1217 Colcord Bidg. 
Oregon Portland B. K, Kwarr, Mgr. 216 Rai way Exchange Bld 
Pennsy vanis, Allentown, 1 Lehigh liey Association of Credit Men, E. V. Ryan, Secy., 
unsic 
Pennsylvania, New Castle, Roy M. _giyeen, Mer. soo Greer Block. 
Pennsylvania, eae Davip Loncacrez, Room Sos, ro11 Chestnut Street. 
Pennsylvania, coeuees, A ‘< 1s, Mgr., Renshaw Bldg. 
Pennsylvania, W arre, G McDornezt, Secy., 1222 Miner’s Beak Bldg. 
a Island, on’ Lewis Swirrt, Jjr., Commissioner, P. O. Box 800. 
Tennessee, Chattan H. McCattvum, M » Hamilton National Bank Bldg. 
Tennessee, Memphis, O Oscar H. CLEVELAND, , Business Men’s-Club Bldg. 
Tennessee, Nashville, Cxas. H. Warwick, Mer., "1222 Stahiman Bldg. 
Texas, El Paso, S. W Danrets, Mgr., 35 C ty National Bank BI 
Texas, Houston, F. G. MASQuELETTE, 1117 Gtton National Bank B dg. 
Texas, San Aateaie, 5 A, Hinsusexo, Mgr., Chamber of Commerce. 
Utah, Salt Lake City, Watter Wricxrt, Mgr., » 1411 Walker Bank Bid 
Virginia, Norfolk, SHetton N. Wooparp, -» 611 National Bank of enenaten Bldg. 
Virginia, Richmond, Jo Lane Stern, Mer., 995, prerees. Insurance Bldg. 
Washington, Seattle, * Macomser, Mer olson_ B Na 
Washington, —, Camrseit, | 4 tt Old gtional Bank Bldg. 
Weetereey coma Bw! Keres, M acoma Bldg. 
West Virginia, Clarksburg, Central West. “nes Te Association of Credit Men, W. R. 
HorrMan » 410 alos Bank Bldg. 
Wess Virginia, pat rsburg, H. W. Russett, Mer., Rectory Bidg. 
West Vewe. F i petting. ‘e ScHELLHASE, Mgr., Room § 8, Market Auditorium. 
Wisconsin, Fond du Lac. P. Baker, Commercial Nat. Ban Bldg. 
Wisconsin, oe Bay, Vv. Rorer, 129 South Washington Street. 
Wisconsin, Milwaukee, Frep WETzLER, Mgr., 1405 First National Bank Bldg. 
Wisconsin, Oshkosh, Cras. D. Breon, Mgr., 3 Monument Square. 





THE KALKHOFF COMPANY, NEW YORK. 





The 
Relations between Lawyers 


and Business Men 


O subject is more interesting to Credit Men than 
the conduct of Lawyers—no profession is more 
closely in contact with Business Men. 

Why should we have lawyers? 

Why not do our own law work ? 

Has the profession a real function in the community ? 
Are Bar Associations mere Trades Unions? 

Whatare the leaders of the legal profession thinking about? 

Are we within the law ? 


To meet such questions as these, every Credit Man 


should read 


The Law:—Business or Profession? 


By 
JULIUS HENRY COHEN 
Of the New York Bar 
(Author of “Law and Order in Industry,” 


“Prosecution of Commercial Fraud,” 
“Unethical Practices in Bankruptcy’’). 


Mr. Cohen’s wide experience as Counselor to Business 
Men, as Chairman of the Committee on Unlawful Prac- 
tice of the Law, and in large Civic and Industrial Affairs, 
makes it certain that his book will be of real value both to 
lawyers and to business men. 

The lawyers regard it as the best book on the subject 
written in half a century. You will find it readable and 


informing. It bears on your daily problems as a Credit 
an, 


About.430 Pages—Price $2.50—Cloth Binding. 


The Banks Law Publishing Co. 


23 Park Place New York, N. Y. 





cANNOUNCEMENT 


Because of the advance in the cost of materials, we 
have been compelled to establish a new schedule of 
prices for the Association’s Standard Blanks, as follows: 


Trade Inquiry Form 
500, $4.75 1,000, $7.00 


Property Statements 


ENVELOPE FORM REGULAR FORMS 
1,000 . . $12.00 “or ts ro 
500 . . 6.75 =o * oa 
Se 4.65 


200. . 2.25 
100. . 3.00 100. . 1.65 


All prices include imprint of name and address of purchaser 
Samples upon application to 


National Association of Credit Men 
41 Park Row, New York, N. Y. 


This card is offered by the Association at cost price: $2.75 per thou- 


sand or, in lots of five hundred, $1.65, carriage collect. Size, 544x3%, 
to fit ordinary business envelope. 


Order as “Correspondence Card” 


National Association of Credit Men 





Making Him Pay 


“Turning Him Down 


You will never be at a losswhat 


to write to a delinquent account 


(Making Him Pay), or to a merchant with im- 
paired credit (Turning Him Down), if you have 
copies of these two books at your elbow. And what 
you write will be so diplomatic that you will never offend. 


Howe Scale Co., San Francisco, Cal. 
“*Maxing Him Pay’ is a great help 
to us in making some of our slow 
collections,” 


The Rome Furniture Mfg. Co., Rome, 
Ga. ‘‘We know that by a careful pe- 
rusal of your various letters, we can 
get ideas to combine with our own 
natura! way of writing that will be 
of great help and benefit to us in our 
work. ‘Making Him Pay’ has in- 
creased our collections very mate- 
rially.”’ 

By M. G. McDonald, President. 


American Printing Co., 
Mass. “If the ideas of ‘Making Him 
Pay’ are persistently followed, we 
do not see how anyone can fail to 


land the money, provided the debtor 
has it on him.” 
(Fabrics.) 


Fall River, 


Henry N. Ottenberg & Co., New York 
City. “ ‘Making Him Pay’ does make 
him pay if there is a spark of pay- 
ing in the debtor.”’ 


Liquid Carbonic Co. ‘‘We assure you 
that ‘Making Him Pay’ has ex- 
ceeded our expectations. We strong- 
ly recommend Mr. Lawrence’s books 
to all credit men.”’ 


Columbus Buggy Co., 
“Our office is using your book, *Mak- 


Columbus, O. 


ing Him Pay.’ The boys tell me it, 

is fine and that they are’ derivinz 

benefit from it.” 
J. 


F. Firestone, President. 


Hopkinsville, Ky. 

“The writer has read a copy of 
‘Turning Him Down’ and finds among 
the collections of letters some very 
diplomatic and forceful arguments 
turning down the undesirable debtor, 
while, at the same time, not being 
offensive, and leaving him in a 
friendly attitude toward the Company 
and open to further solicitation if he 
should ever get in financial condition 
to desire his business.” 


FORBES MFG. CO., 
Per A. H. Eckles, Treas. 
(Agricultural Implements.) 


Evansville, Ind. 


“*Turning Him Down’ is a very 
good book. It certainly helps me in 
my work,”’ 


FRED A. DIEKMANN, 
(Globe Bosse World Furn. Co.) 


The price is 
$2.00 each, 
postpaid. 


CONSOLIDATED PUBLISHING CO. 
NINTH & OLIVE STS. (P. 0. Box 1900) ST. LOUIS, MO. 





E all make plenty of mis- 

takes of judgment. That 
is to be expected, but there is no 
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